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protect them ! 





Designed for the support of Great-West Life representatives, this poster will 
appear in over 60 cities throughout the United States and Canada during 1955. 
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The message “You love them . . . protect them!” is a reminder of the 
foremost obligation of life insurance — to provide protection for the 


family against the financial hazards of the future. 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities. 








- ) ‘| 


You love them... 
protect them! 


_Grear-West 


ASSURANCE COMPANY 









































FRIDAY, JULY 15, 1955 























Wear the key that opens new doors! 


The doors we mean are those that open on 
tomorrow. 

They can lead to a career of increased earn- 
ings and broader opportunity. For many life 
underwriters, the winning of this C.L.U. key 
is the beginning of a new professional stature 
and a new satisfaction in their work. 

It can be for you, too. Today nearly 400 
Equitable Representatives and Employees 
wear the C.L.U. key. More than 1000 more 
are preparing for C.L.U. examinations. 


Classes begin in September and October. 
If you are interested, check with your local 
C.L.U. chapter or Life Underwriter’s Asso- 
ciation. They can tell you where and when 


C.L.U. classes are held. 


EQUITABLE 


Life Assurance Society of the U. S. 


Home Address: 393 Seventh Avenue, New York 1, N. Y. 





THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. 59th 
year, No. 28, Friday, July 15, 1955. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class matte! 


June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 
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NALU Wins Crucial 
Point in Fight to 
Retain D.C. Site 


Appropriations Committee 
Denies Budget Bureau Plea 
For Money to Buy Property 


WASHINGTON—National Assn. of 
Life Underwriters won a vitally im- 
portant round in its effort to keep the 
federal government from taking over 
the land on which the association 
plans to erect its headquarters build- 
ing when the House appropriations 
committee turned down the budget 
bureau’s request for $400,000 with 
which to buy a parcel of land that 
includes NALU’s property. 

The bureau had made the recom- 
mendation at the request of the gen- 
eral services administration. 

The appropriations committee 
adopted the report of the subcom- 
mittee headed by Rep. Albert Thomas 
of Texas which said of the proposed 
$400,000 appropriation: 

“The committee has not approved 
the budget estimate of $400,000 con- 
tained in House document No. 171 for 
the government to acquire a small 
piece of land between 22nd and 23rd 
Streets N. W., and facing on C Street 
N.W., in the District of Columbia. 
Plans of the National Assn. of Life 
Underwriters to construct a memorial 
type national headquarters building 
in this area in the next year are well 
advanced, The purchase of the land 
by the government would forestall 
such construction. 


“The committee believes the land 
will be put to better use in the hands 
of private ownership than if it is to 
be used as a parking lot by the state 
department. It cannot see how federal 
plans for the area will be damaged 
by such a building and points out 
that it will produce tax revenue for 
the District of Columbia which would 
not be received if the land is owned 
by the government.” 

The decision not to approve the 
$400,000 appropriation followed hear- 
ings by the Thomas subcommittee at 
which witnesses representing the 
general services administration and 
later NALU were heard. 

The .GSA people gave as their 
justification the argument that further 
commercial development in the area 
“would result in a situation entirely 
out of keeping with permanent federal 
development along Constitution Ave- 
hue and other federal buildings and 
monuments in the general vicinity and 
would substantially increase the cost 
of acquiring these properties in the 
future.” 

The GSA statement. pointed out 
that the property is within the “tak- 
ing” lines established by the act of 
March 31, 1930. Most of ‘the land 
within those lines was acquired 20 or 
more years: ago. 

Chairman Thomas 

(CONTINUED ON 


asked’ F. S. 
PAGE 16) 
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Cravey of Ga. Bans 
All Tontine Sales, 
Will Enforce Order 


Insurance Commissioner Cravey has 
told life companies doing business in 
Georgia that all tontine, semi-tontine, 
investment fund policies and _ stock 
with policy contracts are outlawed, 
effective Aug, 1. 

His directive followed a resolution 
condemning such policies submitted to 
him by Georgia Assn. of Life Under- 
writers. Local associations had ap- 
proved the resolution. 

Commissioner Cravey warned that 
companies or agents violating his 
ruling “will be dealt with as the law 
directs.” 

He defined tontine policies as any 
which provide that “any part of the 
premiums, dividends, excess interest, 
savings on mortality, loadings, lapses, 
or the earnings and accumulations 
therefrom, are to be payable only to 
those of a group of policyholders who 
live and persist in premium payments 
to the end of a period of time stated 
in the policy, or to those of a group of 
policyholders who live and persist in 
premium payments to the end of such 
stated period of time and the benefi- 
ciaries of those who die prior thereto 
while their policies are in force.” 





Hebert Committee 
of House to Probe Life 


Sales to Servicemen 

WASHINGTON—The House _ sub- 
committee headed by Rep. Hebert of 
Louisiana will hold hearings after July 
20, but before Congress adjourns, on 
sale of commercial life insurance to 
servicemen on military reservations. 
Main. line of inquiry will deal with 
alleged sales on reservations in states 
where the life companies are not 
licensed. 
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NALU Directors of 
Publications and 
Information Named 


NEW YORK—Marvin A. Kobel and 
Pugh Moore have been named director 
of publications and director of infor- 
mation, respectively, by National-Assn. 
of Life Underwriters. Both appoint- 
ments are effective Aug. 1. 

Mr. Kobel has been with Metropol- 
itan Life for seven years as associate 
editor and senior editor in the publi- 
cations department, He has been co- 
editor of the Metropolitan Field, 
published for the sales organization. 

Before joining Metropolitan, Mr. 
Kobel was associate editor of the 
Insurance Field and of the Kentuck- 
iana Purchaser. He was also a reporter 
for the Madison, Wis., Capital Times, 
the Marshfield, Wis., Herald, and the 
Wisconsin State Journal while attend- 
ing the University of Wisconsin jour- 
nalism school. He is a candidate for 
the Ph. D. degree at the New York 
University graduate school of public 
administration. 

Mr. Moore has been with the Asso- 
ciated Pressmore than 20 years, the 
last seven as executive representative, 
handling public relations for the wire 
service. Joining AP at Nashville in 
1930, Mr. Moore served as bureau 
manager at Memphis and state man- 
ager for Arkansas. In 1943 he went to 
London as a war correspondent. The 
next year he was assigned to Brussels 
as manager for the Low countries, 
where he re-established AP services 
following the liberation. 

While attending Vanderbilt Uni- 
versity Mr. Moore helped finance him- 
self by selling life insurance for Busi- 
ness Men’s Assurance. He formerly 
taught Latin and Greek in a prepara- 
tory school. He is president of the 
Vanderbilt Alumni Assn. of New York 
City. 








Late News Bulletins 








Folsom Sees U. S. Help Unneeded on A&H 


WASHINGTON—Marion B. Folsom, nominated to succeed Mrs. 


Olveta 


Hobby as Secretary of Health, Education and Welfare, told a press conference 
that A&H coverage by private insurers should and could be expanded and 
that in his opinion they could do it without government help. This state- 
ment appeared to indicate an abandonment of the government reinsurance 
idea, which has been regarded by most insurance men as well intended but 
impractical and unnecessary. He said the big thing for the future is 
“probably the field of catastrophic illness.” 


Results for First Six Months Given 












































1955 1954 1955 1954 
New Life New Life In Force In Force 

Ins. im Ins. rie "~ a 
Amicable Life 21,635,676 18,622,497 11,739,979 8,829,107 
Bankers Life, Nebraska  ........sssscsssseseeces 33,142,139 30,759,350 17,293,897 15,249,132 
Bankers National 24,296,378 19,040,510 13,176,321 10,596,082 

Berkshire Life 24,754,950 990,731 ,404, 1,943, 
Columbus Mutual 26,357,474 23,341,014 13,619,048 12,089,186 
Continental AmMETICAN  ......csccscccsscsvsasenssenee 18,106,558 22,218,181 10,715 384 15,892,266 

Equitable of Iowa 1,560,551 278,89 130,058 31,608, 
Fidelity Mutual 51,769, 40,551,106 29,363,562 22,623,837 
Guarantee Mutual 20,671,778 15,509,540 9,383,911 4,844,912 

Gulf 130,463, 010 83,520,809 48,899,179 31,302, 
Jefferson Standard 102,050,370? 85,280,925 61,059,453 47,622,552 
Kansas City Life 65,669,446 51,394,050 25,521,890 14,372,478 

Lamar Life 11,381,571 8,406,4! 398,308 706, 
Philadelphia Life 31,463,857 24,442,748 18,770,902 13,456,427 
Texas Prudential 14,653,214 14,955,901 6,128,796 6,514,901 

Union Central 135,257, 87,350,677 14,232 39,848, 
i ae State Life on. ccscsssccsescecssseeseee 6,267, ,308,222 173 13,407,023 
New ——— figures include the following amounts of revivals and’ increases: 1 $183,218: 


2 $3,899,14 
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Release Details of 
Projected Basis for 
Taxing Companies 


One-Year Trial Only Way 
Treasury Would Agree on 
6%2% Plan Substitute 


WASHINGTON—Details have now 
been released on the new life company 
income tax plan approved by the House 
ways and means committee and report- 
ed briefly in last week’s issue. 

While designed as a permanent sub- 
stitute for the present 644% stop-gap 
basis, it would only be enacted on a 
1-year trial basis because that was the 
only way the Treasury would accept it. 

The draft bill continues the time- 
honored principle of taxing stock and 
mutual companies on the same basis. 
An important feature is that it elimin- 
ates the tax discrimination that now 
exists in favor of trusteed pension 
plans, which are not taxed, as against 
those held by life companies, which are 
now subject to a substantial tax. 

The legislation also provides that the 
A&H business of life companies is to 
be taxed separately and it broadens the 
definition of investment income of the 
companies to include oil royalties and 
other incidental investment income. 

Basically, the new bill levies a tax 
on net investment income of the com- 
panies at the present going corporate 
rate of 52% applied to 15% of the net 
investment income on the bulk of the 
business of the companies. This is an 
effective maximum rate of 7.8% of in- 
vestment income, as compared with 
6.5% under the present law. 

This basis is arrived at by allowance 
of deductions from total net income as 
follows: 

1. A 100% deduction on investment 
income allocable to group annuities 
and pension trusts as part of an ap- 
proved retirement plan. 

2. A deduction of 95% on income al- 
locable to individual annuities, supple- 
mentary contracts and dividends left 
on deposit. 

3. A deduction of 85% on all other 
investment income except that arising 
from cancellable A&H insurance re- 
serves. The reserves of non-cancellable 
A&H business are to be treated as life 
insurance reserves. 

However, the extra margin of de- 
duction granted on group annuities, 
supplementary contracts and dividends 
left on deposit is granted to the extent 
of only 50% the first year, 60% the sec- 
ond year, and so on in graduated in- 
creases over a period of five years. 

The new and separate approach to 
the taxation of A&H business of life 
companies is patterned after the pres- 
ent mutual casualty company tax plan. 
The bill provides for application of the 
going corporate rate of 52% on in- 
vestment income of cancellable A&H 
policy reserves and the proportionate 
capital and surplus of the company, or 
1% of the income on these reserves, 
capital and surplus, plus 1% of the net 
premium income from A&H business, 

(CONTINUED ON PAGE 16) 
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URGE PROFESSIONALISM 





College Placement 
Officials Give Tips 
to General Agents 


More emphasis on life underwriting 
as a profession; more in life insurance 
advertising about the importance of 
the agent; stronger public promotion 
of CLU, the service aspects of the job 
of life underwriting, and its career 
potential for financial independence 
were among suggestions made by 
college placement officers to Boston 
General Agents & Managers Assn. 

The suggestions developed in a 
steering committee meeting which is 
planning a full-scale college placement 
directors’ conference to be held under 
the sponsorship of the Boston general 
agents’ association the first week in 
November, according to Winslow Cobb 
Jr., Connecticut Mutual Life, president 
of the organization. 

Placement officers on the steering 
committee include Viola Saltmarsh. 
Tufts; Louis L. Newby, Harvard; and 
Norman H. Abbott, Boston University. 


Among subjects the steering com- 
mittee recomended for the conference 
are: (1) The actual incomes of men 
who have been in the business for 15 
or 20 years, or even less. (2) Figures 
on turnover in the life insurance busi- 
ness compared with turnover in bank- 
ing and merchandising. (3) Details of 
new-man and continuing training 
plans. (4) “More about CLU’”—its 
meaning in the business and its impor- 
tance in stressing the professional as- 
pects of the business. 

Boston general agents on the com- 
mittee were also told that all three 
colleges represented would be glad to 
give aptitude tests supplied by general 
agents or companies to all graduates 
interested in taking them. 

“The important development to 
date,’ Mr. Cobb reports, “is that we 
have received excellent cooperation 
from the steering committee. They are 
enthusiastic about the project and 
eager to be helpful in every way. They 
admit they actually know little about 
the life insurance business as a com- 
modity and the real possibilities it has 
as a vocation for their graduates. They 
are eager to learn all they can with 
regard to the business generally.” 








John B. Abrahms ............ Hartford 
*Harry J. Altick ................ Detroit 
Joseph W. Austin ........ Cincinnati 


tFred W. Banfield .... Philadelphia 
*W. Allen Beam Cleveland 
Atlanta 
*Charles H. Biesel .... San Francisco 
Eugene M. Busche .... Indianapolis 
Gregory M. Chorlian .. New York 
Harry M. Corbett, Jr. .. Pittsburgh 
John M. DeBorde, III Atlanta 
*Harold W. Dougher .. Los Angeles 
*Charles W. Earnshaw .... Baltimore 
*Bradford D. Finch .... Minneapolis 
John R. Fitzpatrick .. Home Office 
Einar A. Frandsen Detroit 
Alice M. Good (Cashier) Cincinnati 


Edward F. Haldeman .. Pittsburgh 
*Ross M. Halgren ...... Indianapolis 
Philip Hamburg ................ Boston 
*Charles F. Hanson .......... Houston 
LOR TRBUR ss dey ececevvocsense Washington 
*William T. Kieffer ........ St. Louis 
Bs Sipe i vssccscosisiccs New York 
William B. Laney .............. Seattle 


*Barney T. Matteson .. San Antonio 


*General Agents or Managers 
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STATE MUTUAL 


OF WORCESTER, MASSACHUSETTS 


SAL: LIFE 
Company 


IS PROUD OF ITS 


KEY 
MEN 


Walter R. McClure .... Indianapolis 


*Orum M. McGee .............. Toledo 
John S. McKenzie .... Philadelphia 
Donald G. Mix ........ Home Office 
Edmund J. Moore ............ Albany 
*G. Harold Moore ........ Pittsburgh 


Rockwood C. Nelson Los Angeles 


EF GSR ss scschn cect nsvettaes Chicago 
tAllen S. Ozburn ........ Kansas City 
SJohtt P. Pierce i........ckciieee Dallas 
*Gordon A. Roberts .... Jacksonville 
Hollis Rogers .......s000+ Memphis 
Oscar SS. Rome croc. ccccoseses Chicago 
*Bernard S. Rosen ..........0.- Denver 
Harlan R. Saeks ..........00+ Dayton 
C. Robert Schar ............ Pittsburgh 
Leslie R. Schauffler ............ Chicago 
Charles H. Sims .......... Greensboro 


George Paul Smith .... Home Office 


Walter Strauss .............. New York 
Roy E. Stringer ............... Detroit 
*Richard F. Wagner ............ Boston 
Henry A. Weil .............. St. Louis 
Harold P. Willett .............. Boston 
*John W. Wood .......c0000 Newark 
*Gerald H. Young ......... New York 


tGroup Representatives 








C. L. Gsell Joins 
Central Standard 
as Agency V-P 


Claire L. Gsell, formerly sales direc- 
tor for Iowa Life, has joined Central 
Standard Life as 
agency vice-presi- 
dent. He will direct 
all agency sales, 
training and re- 
cruiting activities. 

After previous 
sales experience, 
Mr. Gsell in 1954 
became an organ- 
ization director for 
Illinois Agricultur- 
al Assn. Two years 
later he became a 
special agent for 
the Country Companies of Illinois, 
which include both property and life 
insurers. He went with Iowa Life as 
regional sales supervisor in 1949, ad- 
vancing to sales director in 1951. 

Mr. Gsell is a graduate of the 
LIAMA management school. 





Claire L. Gsell 





Western Life Is New 


Insurer at Okla. City 


OKLAHOMA CITY—Western Life 
has been chartered here as a legal re- 
serve insurer with paid up capital of 
$100,000. 

S. N. Goldman is president and Nor- 
man Hirschfield executive vice-presi- 
dent. Mr. Goldman is owner-operator 
of Standard Humpty-Dumpty super- 
market chain, owner of Folding Carrier 
Corp., and a number of other large 
business operations in Oklahoma City. 
Mr. Hirschfield is president of S.N.G. 
Co., holding company of the Goldman 
interests. 

Offices are at 1239 West Main Street, 
with approximately 30 employes. 





Guardian Ups Limits on 


Disability Income, A&H 


Guardian Life has raised to $350 
the monthly income limits on its dis- 
ability income rider issued with life 
policies and its long-term guaranteed 
renewable A&H policy, the income 
guardian 10. It now is possible to get 
$350 a month through any combined 
amount of disability income on life 
insurance and income guardian 10, or 
on either plan alone. 

Guardian Life also has increased 
to $750 a month its participation 
limit for disability income on life and 
guaranteed renewable A&W. 

The disability rider provides monthly 
income of $10 per $1,000 to age 65 and 
then, if the policyholder still is dis- 
abled, matures the basic policy as an 
endowment of the face amount. Income 
guardian 10 provides monthly income 
for life in event of total disability due 
to accident, for 10 years if due to sick- 
ness, and also features optional surgical 
and hospital benefits. 


Knight Agency Sells 
$4,400,000 in Campaign 


The Knight agency of Union Central 
Life in New York City held an outing 
to celebrate the conclusion of its an- 
nual campaign which resulted in sales 
of $4,400,000 from May 16 to June 24, 
topping all similar. efforts in recent 
years. 

Winning agents were Samuel Sitom- 
er, largest amount of premiums; Sidney 
Wolkenburg, greatest volume; and W. 
L. Stillwell, most paid lives. The con- 
test was built around the theme of a 
golf tournament. 

More than 100 agents, office person- 
nel, guests and John A. Lloyd, execu- 
tive vice-president of the company, 








attended the all-day outing at Jones 
Beach. In the evening, the group re- 
mained at the beach to see a movie. 


New Laws Close All 
Loopholes, Texas 
Commissioners Say 


if 


' 
14 


AUSTIN—“Every major loophole in | 
Texas insurance regulation will be/ 
filled after Sept. 6,” the date when | 


most of the 22 new laws and amend- 
ments become effective, according to a 
statement issued jointly by the three 
members of the board of insurance 
commissioners—Garland A. Smith, life 
comissioner and_ chairman; 
Wentz, fire commissioner, and J. Byron 
Saunders, casualty commissioner. 

The most striking feature of the leg. 
islation, they said, is the “thoroughness 
with which the new statutes deal with 
the problem areas of regulation. The 
new laws empower the board to main- 
tain a much stricter surveillance over 
new companies. -The provision for 
semi-annual and annual examinations is 
likely to result in a relatively high rate 
of insolvencies and receiverships. This 
result will not be a sympton of weak. 
ness if it materializes, but will be a di- 
rect product of the greater strength of 
Texas regulation.” 

The three commisioners termed fail- 
ure of the legislature to provide ade- 
quate enforcement funds as their prin- 


Mark | 





cipal problem but they joined in prom- | 
ising enforcement “just as stiff as lim. | 


ited appropriations will permit.” 

All of the major “reform” bills will 
go into effect Sept. 6 or 90 days after 
adjournment of the legislature. In brief 
they call for minimum capital and sur- 
plus of $150,000 for fire companies, 


$225,000 for casualty companies, $300,- | 
000 for multiple line carriers and $200,- | 


000 for life and A&H companies; one 
provides for frequent company exam- 
inations; another sets up regulations 
for the sale of insurance securities and 
the last reorganizes the board. 


Ten of the remaining new laws, | 
many of which are already in effect, | 


deal with life insurance matters. The 


most important is the agency qualifi- | 


cation law providing for written ex- 
aminations of applicants and increasing 
the annual license fee from $2 to $5. 


Other measures in this category call | 
for a uniform A&H policy, provide for | 
the licensing and regulation of life | 
insurance counsellors, and authorize | 


special group life policies. 

New fire and casualty laws provide 
for the licensing of non-resident agents, 
exempt professional liability from the 


single rate law and make minor re- 


visions in title insurance. 

Some of the other new laws are: 
steamlining of liquidation proceedings; 
a provision for judicial review of ac- 
tions of the board of commissioners, 
and a measure placing lodges and or- 


ders that write insurance under board | 


jurisdiction. 


G. W. Geddes Retires 


G. W. Geddes, vice-president of 
Northern Life of Canada, has retired 
for health reasons. He had served as 
general manager from 1932 to 1951. 

Originally entering insurance with 
Northern Life in 1919, Mr. Geddes 
later served with Mutual Life of 
Canada, Continental American Life, 
and Equitable of Canada. He rejoined 
Northern in 1932. He is a fellow of 
Society of Actuaries, an associate of 
Institute of Actuaries, and a past pres- 
ident of Canadian Life Officers Assn. 








Stefan Hansen, director of group 
of Great-West Life, has been named 
to a board to study and set rates which 
the province of Manitoba will make 
to hospitals for the care of indigent 
patients. 
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NALU Membership 
Sets All-Time June 
30 Mark: 57,586 


Traces Growth to Fact 
Membership Pays Off 


in Value Received 


Membership in National Assn. of 
Life Underwriters on June 30 reached 
an all-time high for that date of 57,986, 
up 2,428 from the previous June 30 re- 
cord of 55,558 set in 1953 and up 4,556 
from last year. The June 30 total is the 
official membership figure because the 
date coincides with the end of the 
membership year in affiliated state and 
local associations. 

John C. Donohue, Penn Mutual Life, 
Baltimore, NALU membership chair- 
man, attributed the record to hard work 
by group and area chairmen plus a 
growing recognition that membership 
pays off in terms of value received. He 
also cited work done by the women’s 
subcommittee on membership. 

Final scoring on performance in the 
groups and areas was based on the 
combined percentage of increase over 
Dec. 31, 1954, membership and of the 
highest during the past five years. On 
this basis, the greatest increase was 
scored by area 2 where chairmen are 
Richard W. Johnson, Lincoln National 
Life, Oakland, Cal., and Mrs. Norma 
Wasson Bard, Phoenix Mutual Life, 
Manhattan Beach, Cal. Utah, which 
is in area 2, led all states with 136%. 
Baltimore led the largest associations 
with 143.25%. Salt Lake City was 
200 to 500 members, Fort Worth won 
with 143.25%. Salt Lake City was 
winner in the 100-200 group with 142.- 
15%. Statesboro, Ga., led the associa- 
tions with fewer than 100 members 
with 188.75%. 

Prizes to the winning group and area 
chairmen and to membership chairmen 
in the local and state associations with- 
in each group will be awarded at the 
St. Louis convention. Certificates will 
be awarded to local and state associa- 
tion membership chairmen who pro- 
duced increases during the year. 


Jack C. Keir Named to 


American College Post 

Jack C. Keir, acting head of the de- 
partment of business administration of 
Kansas State Col- 
lege since 1954, 
will become direc- 
tor of educational 
publications of 
American College 
on Aug. 1. 

He succeeds Dr. 
William M. How- 
ard, who will be- 
come associate 
professor of insur- 
ance in the college 
of business admin- 
istration at Uni- 
versity of Florida. 

Mr. Keir holds an A. B. degree from 
Middlebury College, an M. A. degree 
in economics from Tufts College and is 
completing requirements for a Ph.D. 
degree at University of Pennsylvania. 
His dissertation is The Liquidity Struc- 
ture of Life Insurance Companies. He 
was named a fellow by S. S. Huebner 
Foundation for Insurance Education in 
1951. He has completed the five exam- 
inations in partial fulfillment of re- 








Jack C. Keir 


quirements for the CLU designation. 
He has been a member of the business 
administration faculty of Kansas State 
College since 1949. 

As director of educational publica- 
tions, Mr. Keir will be responsible for 
planning, preparation and publication 
of books, booklets, study .supplements 
and other materials used in CLU and 
management training programs. He 
will work in coordination with colleges 
and CLU instructors in order to pro- 
vide material for their needs. 


Occidental, Cal., 
Begins 50th Year 


Occidental Life of California this 
month began its 50th year in business. 

Founded June 30, 1906, and licensed 
Aug. 14 that year, Occidental in 49 
years has grown from a small Cali- 
fornia company into an international 
organization with more than $5% bil- 
lion of insurance in force. 

In 1941 Occidental ranked 36th 
among companies doing business on 
this continent, 24th in 1946, 18th in 1950 
with $2.7 billion of insurance in force, 
13th in 1952 with $3.9 billion and 12th 
in 1954 with more than $5 billion. 

The company now has more than 
3,500 full-time agents, contracts with 
more than 22,000 brokers and operates 
in 47 states, District of Columbia, Cana- 
da, Hawaii and Alaska through 165 
agencies and branches. 

According to Horace W. Brower, 
president, two years of preparation is 
going into the company’s 50th anniver- 
sary celebration, the major portion 
of which will get under way in 1956. 








Set Hearings on Life 


Sales to Servicemen 


WASHINGTON—The House _ sub- 
committee headed by Rep. Hebert of 
Louisiana will hold hearings this month 
on the sale of commercial life insur- 
ance to servicemen in Europe. Hearings 
will be based on legislative proposals 
which the committee staff has been 
drafting to correct conditions found in 
Europe. 

Rep. Hardy of Virginia has asked 
the House rules committee for House 
consideration of a survivors benefits 
bill developed by his committee. He has 
asked Sen. Byrd of Virginia, chairman 
of the finance committee, to help get 
the bill submitted at this session of 
Congress, if possible. While the bill is 
not completely satisfactory to every- 
one, it is understood American Legion 
and Veterans of Foreign Wars will not 
fight it. 





Names R. E. Younger Ohio 
Assistant Superintendent 


Robert E. Younger has been named 
deputy superintendent of insurance 
for Ohio. The appointment of August 
Pryatel as superintendent, to succeed 
Walter A. Robinson who retired, was 
reported last week. 

Mr. Younger, warden of the depart- 
ment since 1951, is a law graduate of 
Ohio Northern University. 





Ask Review of Cal. Decision 

Stockholders of Pacific Mutual Life, 
contesting the mutualization of the 
present company, have filed a lengthy 
brief protesting the California supreme 
court decision upholding the reinsur- 
ance and rehabilitation plan and have 
asked for a rehearing by the court. 

Counsel for protesting stockholders 
of the old company have stated they 
will apply to the U. S. Supreme Court 
for a writ of review if the California 
supreme court refuses a rehearing on 
this decision. 





EXECUTIVE COMMITTEE of the 1956 Million Dollar Round Table, elected 
at the recent annual meeting at White Sulphur Springs, W. Va.: front row, 
from left, Howard D. Goldman, Northwestern Mutual Life, Richmond, vice- 
chairman; Arthur F. Priebe, Penn Mutual Life, Rockford, Ill., chairman of 
the 1956 Round Table; second row, Adon N. Smith II, Northwestern Mutual 
Life, Charlotte, N. C., the new member of the committee, and William D. 
Davidson, Equitable Society, Chicago, who was reelected to the committee. 
The new committee takes office at the end of October. 








©] FORREST G. SHERER 
a TERRE HAUTE 






Annually, since 1931, the Equitable Life 
of lowa has recognized, by its Hall of Honor 
award, pre-eminence among its field associ- 
ates in matters of production, conservation, 
average size policy, and other major factors 
of effective career life underwriting. Once 
attained, the Hall of Honor award cannot 
again be won by the same field underwriter. 


i Forrest G. Sherer, Terre Haute, Indiana, 
| a member of the Company's Indianapolis 
general agency since 1938, is the 1955 
Hall of Honor agent. Notably effective 
as a career life underwriter, Mr. Sherer 
qualifies regularly for the Company's Presi- 
dent's Club and is a member of the Million 
Dollar Round Table of 1955. 
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Presents Detailed Data on Companies, Policies Special Subjects 





ENLARGED ‘55 UNIQ 


The 1955 Unique Manual of Life 
Insurance, just published by the Na- 
tional Underwriter Co., provides the 
most complete and up-to-date insur- 
ance facts and figures available 
anywhere in a single volume. With an 
extremely wide range of subjects, each 
treated comprehensively, the 57th 
edition provides in its 1,568 pages 
practically all the answers to questions 
about a life insurance company and 
its life policies. All the significant facts 
concerning some 875 companies are 
treated in its enlarged “National 
Underwriter Reports” section. Rates, 
values, dividends, options, etc., shown 
in great detail for more than 240 com- 
panies, together with a _ carefully 
classified analysis of the policy con- 
tract of each company, are also pro- 
vided in this all-inclusive volume. 

Many changes have been made since 
the 1954 edition was published. There 
have been reductions in premium 
rates, increases in dividend schedules, 
liberalizations in underwriting prac- 
tics, introductions of new forms, 
including the high-minimum special 
policies. XA great many important 
changes, which have been made since 


publication of the smaller reference), 


books that came out earlier in the 
year, are also reflected in the new 
Unique Manual. 

A total of 989 pages are devoted to 
the latest policy provisions, rates, 
values, dividends and_ settlement 
options of each company, all presented 
in an easy-to-use, standardized ar- 
rangement, with many important sub- 
sections covering special subjects. This 


UE MANUAL READY 


initial section, alone, provides much 
more rate, value and cost data than 
any other life insurance reference 
book published. The details concern- 
ing juvenile insurance, single premium 
rates, immediate annuities (including 
joint and survivor), industrial policies 
(rearranged for more ready reference) 
reserve figures and settlement option 
incomes on both current and former 
policy issues are all thoroughly 
treated in this section. An additional 
list of policy forms, with illustrative 
rates and explanations, for some 10,000 
additional policies is given prominence 
in the center of this large volume. 

It is in the company reports section, 
however, where the Unique Manual 
shows its greatest growth. Not only 
has the number of companies been 
increased, but the information about 
each company has been expanded. 
Also, pages have been added giving 
brief information about 315 additional 
companies. 

Here are the important facts of the 
company’s corporate history, its rein- 
surances, if any, the development of 
its capital, its dividends to stock- 
holders and policyholders, its agency 
organization, it officers, retirement 
plans for its agents, what it writes and 
where it operates. Here also are pre- 
sented its “Statistics by Years”, illus- 
trating the growth of the company and 
other significant factors in its devel- 
opment and current position. An 
analysis of the company’s business in 
force and a detailed showing of its 
reserves at various interest rates pre- 
cedes an extremely thorough and re- 





Wy 











all 









































| U ! 


e 


Mh, Nn 


/ 


—_— : 


rr 





Family 


the family. 









V 
i 


i 


» le 








1 


mm 






mM 


Counselor... 


The Life Underwriter helps in the making 


of plans for the welfare and security of 


Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PH{LADELPHIA © PENNSYLVANIA 








vealing synopsis of its latest annual 
statement. The statement figures 
shown include such items as an 
analysis of its assets, a detailed sum- 
mary of its operations, the derivation 
of its surplus, its gains from operations 
and many other significant items. 

Following the statement figures is 
a paragraph devoted to its “bonds”, 
the yield, and amounts of various 
classes. Similar paragraphs are pro- 
vided concerning the company’s 
“stocks”, mortgages”, and its “real 
estate”. Closing the company’s exhi- 
bit are seven “analytical ratios”. 

These reports contain all the official, 
significant facts, figures and ratios 
concerning the companies that a life 
insurance salesman is ever likely to 
want or need, just as the rest of the 
Unique Manual provides what he must 
know concerning the policy contracts 
and the rates, dividends, values, costs, 
and settlement options of the many 
policies offered by the life insurance 
companies. 

Large, medium-size and small com- 
panies are all treated in this widely- 
used “standard of authority’. There is 
even a special listing of companies 
that have gone out of business, 
changed their name, or merged since 
1920. Another special table ranks 871 
companies, according to insurance in 
force, and many other unusual fea- 
tures, too numerous to list except in 
a complete index are also provided in 
this amazingly complete reference 
book. The entire volume is carefully 
indexed by topics and by companies. 
Advance orders are now being de- 
livered. Extra copies for early delivery 
may be ordered from the National 
Underwriter Co., statistical division, 
420 East Fourth Street, Cincinnati, or 
any National Underwriter office. The 
single-copy price is $12, plus postage. 





Retail Credit Coast Change 


Retail Credit Co. has split its Paci- 
fic Coast department, William L. 
Smith heading the northern Pacific 
division at San Francisco and William 
C. Perry the southern Pacific division 
at Los Angeles. 

Mr. Smith joined Retail Credit in 
1927 and he has served at the home 
office as well as manager at Los 
Angeles and San Francisco. With the 
company since 1923, Mr. Perry also 
served for a while at the home office 
and subsequently was in managerial 
posts at Rochester, Hartford, New 
York, Pittsburgh and Chicago. 


Fidelity Mutual Gains 


Fidelity Mutual Life sales in June 
increased 26.7%, setting a new record 
for the month. New business in the first 
six months totaled $52,943,033, up 27% 
for a new record. Insurance in force 
rose to $889,193,287. 








Weaver Replaces Davidson 


Harry C. Weaver has been appointed 
district manager for Massachusetts Mu- 
tual Life at Lima, O., succeeding Grov- 
er C. Davidson who has retired but 
will continue in personal production. 

Mr. Weaver was with Prudential for 
21 years as an agent at Ottawa, O. He 
is a past president of Lima Life Un- 
derwriters Assn. and currently is na- 
tional committeeman. 

Mr. Davidson started as an agent for 
Massachusetts Mutual at Pandora, O., 
in 1913. The Lima agency is supervised 
by Tracy W. Evans, general agent at 
Cincinnati. 





Jefferson Standard Sales Record 
Jefferson Standard Life sales for the 
first six months of 1955 totaled $102,- 
050,370, up 20% for a new record. In- 
surance in force rose by $61,059,453 
since Jan. 1 to a total of $1,385,499,966. 


American Medical 
Assn. Asks Tax Break 
for Retirement Plans 


Legislation designed to provide tax 
deferment on retirement funds for self- 
employed persons and others not coy. 
ered by pension plans is being backed | 





by American Medical Assn. It would 
give these groups the same tax advant- | 
ages enjoyed by corporation employes, | 

Speaking before the House ways and | 
means committee, Dr. Edwin S. Hamil. | 
ton, a member of the medical associa. | 
tion, said that the nation’s self-em. 
ployed have long been neglected in fed. 
eral tax legislation relating to pensions, 
If this measure were passed it would 
give them an increased incentive during 
their best earning years to save for 
their old age. He said there was a 
grave danger that many professional 
men will bypass the private practice 
of their profession, which would con- 
tribute to a maldistribution of physi- 
cians, since it makes the large city 
more attractive to the young profes. 
sional man by providing more oppor- 
tunities for him to become employed. 

Dr. Frank G. Dickinson said that sev- 
eral misconceptions have grown up 
about the proposed voluntary pension 
system. It has been implied that what 
is needed is lower income tax rates for 
every taxpayer. The association is not 
advocating such a change at this time 
because a lower income tax rate would | 
not remove the inequality between the | 
employed and the self-employed that | 
now exists. : 

It has also been implied that the pro- | 
posed law would discriminate against | 
the employed because it would give the | 
self-employed a vested interest in his | 
pension plan. Though in the case of 
death before 65 the self-employed’s 
estate would benefit from his pension 
plan, an employe with a $5,000 or $10, | 
000 life insurance policy would leave a | 
bigger estate than most of the self-em- 
ployed who die before age 65. By in- | 
dustrial pension standards, only pen- 
sions of moderate amounts can be 
financed by qualified taxpayers under 
such legislation, he said. 


Membership in CLU 
Society Reaches 3,645 


Membership in American Society of | 
CLU has reached an all-time high of 
3,645 and five new CLU chapters have | 
been formed bringing the total to 93. 

New chapters and their presidents 
are: Central Michigan Wayne W. Crox- 
ton Equitable Society; Cedar Rapids, 
R. H. Pickford Jr., Northwestern Mu- 
tual Life; Long Beach, Lawrence A. 
Whitesides, Connecticut General Life; | 
South Jersey, Joseph P. Burns, Metro- | 
politan Life; and Waco, Tex., Julien K. 
Moore, Southwestern Life. 


Named LIAMA Director 


Ford Munnerlyn, vice-president and 
agency director of American General | 
Life, has been elected to the board of | 
LIAMA to fill the unexpired term of 
Frank L. Whitbeck Jr., who resigned. 
Mr. Whitbeck, formerly with Union 
Life of Arkansas, is organizing a new 
life company at Little Rock. 














Two More Companies Join LIAMA 


Security Life & Trust of Winston- 
Salem, N.C., has been elected to mem- 
bership in LIAMA. Dai-ich Mutual Life 
of Tokyo, Japan, has been elected to as- 
sociate membership. This brings mem- 
bership to 268 companies in 18 coun- 
tries. 

Frank B. Maher, vice-president of 
John Hancock and a member of 
LIAMA’s board, has been named 
chairman of the LIAMA membership 
committee. 
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| Aetna Finds Programming a Sales Builder; 


Suitable for Both Large and Small Cases 


Aetna Life will continue to empha- 
size its “estate control” plan as its 
major sales instru- 
ment because peo- 
ple who make up 
the expanding new 
ordinary market 
will appreciate this 
method of buying 
just as much as 
others have in the 
past, Vice-presi- 
dent Robert B. 
Coolidge declared 
at the annual east- 
ern and central 
“regionnaire” con- 
ferences at Lake Placid, N. Y. 

Mr. Coolidge said he did not believe 
that in order to reach this rapidly 
growing market it would be necessary 
to abandon the professional concept of 
life underwriting in favor of policy 
selling, as some companies seem to be 
doing. He predicted that gains in the 
ordinary field will continue for many 
years. 

Ordinary sales are increasing because 
a rapidly growing number of people 
are advancing to an income bracket 
which permits the purchase of substan- 
tial amounts, Mr. Coolidge said. Also, 
business organizations are buying. in- 
creasing amounts of ordinary for a 
variety of purposes. 

Despite all that has been said and 
written in recent years about encroach- 
ment of government insurance, social 








R. B. Coolidge 


‘security and group on the ordinary 


market, new ordinary sales continue to 
increase at an accelerating pace. The 
ordinary business has set a new pro- 
duction record in each of the last five 
years, with new sales running 15 to 
20% ahead so far in 1955, he said. 

W. Ray Hutch, general agent at Buf- 
falo, said an aggressive approach into 
business insurance can provide many 
new horizons in building a sound fu- 
ture for life agents. A recent survey of 
Million Dollar Round Table members 
showed that business insurance was 
the foremost factor in enabling them 
to meet qualifications for membership, 
he said. 

The estate control plan is a practical, 
human way of helping a stranger find 
out what protection he needs, Thomas 
R. Quilter, Detroit, said. This pro- 
gramming technique delivers the high- 
est quality of informed, skilled person- 
al insurance service to clients. 

Al Bluhm, Chicago, said many re- 
gionnaires have distinguished records 








Georgia Boosts Surplus 


For New Life Companies 

Newly organized life companies in 
Georgia will be required to have a min- 
imum paid-in surplus of $150,000, ef- 
fective July 1, according to an order 
issued by Insurance Commissioner 
Cravey. 

The order raises the required sur- 
plus by $50,000. The minimum required 
by statutory law is $100,000. Mr. Cra- 
vey said he raised the figure by his own 
order and will increase it again “if the 
nation’s economy warrants.” 

“As long as the value of the dollar 
declines and our national debt in- 
creases, this nation faces inflation, and 
I am acting to protect the mutual in- 
terest of the company and the policy- 
holder alike,” he said. He noted that a 
number of new insurance companies 
have been organized in Georgia in re- 
cent months. 


in life production but have _ short- 
changed policyholders by not taking 
care of unexpected accidents or illness- 
es through comprehensive A&H cover- 
age. Harold J. Leyes, instructor in the 
home office training school, said the 
need for A&H is shown by the fact that 
one person in 15 meets with an acci- 
dent every year. A clientele of A&H 
policyholders is one of the best sources 
of life and group prospects. 

R. T. Hughes, general agent at Syra- 
cuse, and W. H. Mauk, Toledo, de- 
scribed the company’s new miniature 
group plan designed for 10 to 35 em- 
ployes. The package includes life, ac- 
cidental death and dismemberment, S& 
A, hospitalization and allied coverages. 

H. Cochran Fisher, Washington, Sam 
H. Friedman, Oklahoma City, Arthur 
E. Hicks and Rudolph LeBoy, Chicago, 
Ernest L. McCutcheon, Hartford, and 
Erhardt G. Schmitt, New Haven, were 
honored as members of the “old guard”, 
who have qualified for membership as 
regionnaires in each of the 27 years 
since it was founded. 


United Benefit Life 


Sets One Day Record 


United Benefit Life registered its 
largest production day July 7, sales 
totaling $7,866,143. 

June sales topped all results for that 
month in company history, and sales 
for the first six months are up 25% 
over the same period in 1954. At June 
30, United Benefit had $1,575,000,000 
of life insurance in force. 








Occidental of Cal. Opens 


Two New General Agencies 


Occidental Life of California has 
opened new general agencies at Salem, 
Ore., with C. Kenneth Folkestad in 
charge, and at Visalia, Cal., headed 
by James W. Dick. 

Charles C. Cox, with Aetna Life at 
Miami since 1952, has been appointed 
assistant brokerage manager there. 

Mr. Folkestad, formerly an agent 
with Phoenix Mutual at Eugene, Ore., 
entered insurance in 1952 with Pru- 
dential. Mr. Dick for two years has 
been a New England Mutual agent at 
Bakersfield, Cal. He also entered in- 
surance with Prudential in 1952. 





Continental Has New 


Issue, Retention Limits 


Continental Assurance, for’ the 
second time this year, has increased 
writing and_ retention limits. New 
limits are $500,000 on a single life with 
$150,000 retention. 

Earlier this year, limits were in- 
creased from $250,000 to $300,000. This 
latest liberalization marks a 100% 
addition to limits since the first of the 
year. Liberalizations have also been 
made in waiver of premium limits, 
double indemnity underwriting as to 
amounts, and underwriting of military 
aviators. 





No Inheritance Tax on 


Insurance-Secured Debt 


Connecticut supreme court of errors 
has ruled that debts secured by assign- 
ment of life insurance can be deducted 
from the gross taxable estate in com- 
puting the state inheritance tax. 

The opinion arose from a dispute be- 
tween the state tax commissioner and 
the executor of the estate of the late 
Donald B. Wells of West Hartford. Mr. 
Wells had been indebted to Hartford- 
Connecticut Trust Co. for money bor- 
rowed on promissory notes, the last of 
which was secured by assignment to 


the bank of 11 life policies. His widow 
paid the balance of the note with 
money from five of the policies and 
some of her own cash, then listed the 
payment as a deduction from her hus- 
band’s gross taxable estate. 

Associate Justice O’Sullivan said the 
bank debt can be a deductible item, 
even though it was secured by assign- 
ment of life policies. The debt, no mat- 
ter how secured, falls within the pro- 
visions of the state statute pertaining 
to deductions from the gross taxable 
estate, he said. In Connecticut, proceeds 
of life insurance are not considered part 
of the estate and are not subject to in- 
heritance tax. 


Conn. General Promotes 3 

Connecticut General Life has ap- 
pointed William N. Berson, Alfred L. 
Knaub and Nelson C. Krum to the new- 
ly created posts of senior agency assist- 
ants on the home office staff. 

Mr. Berson, with the company since 
1949, has been a staff assistant in the 
agency department. Mr. Knaub, who 
joined in 1949 at Des Moines and later 
was named assistant manager, has been 
on the home office agency staff. Mr. 
Krum, who joined the company in 1948, 
was assistant manager at Newark be- 
fore going to the home office in 1954. 





Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States 





why not 
expect more? 


Why not expect more from the life insurance 
business? After all, it’s the men who expect more that 
usually get more from the business. However, there is 
one catch to the problem.. 

You've got to be a good man. 

Being a “good man,” first of all, means that you 
must expect a lot from yourself as a producer. Secondly, 
it means that you must be a part of an organization 
that is interested in helping you get more from the 
business. Here’s what we mean: 

When a new man meets the company standards 
at the Capitol Life, he gets better than average first 
year commissions. Along with this, he gets liberal sales 
bonuses plus his personal group life and A&S coverages. 
In addition, he receives effective sales training and 
enjoys the use of proven sales aids in selling competitive 
and exclusive contracts. But that’s not all... there’s an 
attractive company pension plan, too. This is what we 
mean when we say, “why not expect more from the 
business?” Capitol men do—and they get it! Just ask 


any Capitol Life representative. 
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WRITE: Thomas F. Daly Il, Vice President and Director of Agencies. 


OR... MAURICE E. SMEAD, Superintendent of Agencies 
324 American Bank Building, Portland, Oregon 
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Direct Mail, Telephone 
Calls Aid Agent, Asher 
Tells Los Angeles Meet 


LOS ANGELES—Cold canvass and 
its relation to the A&H business was 
the topic on which Martin Asher of 
Massachusetts Protective and Paul 
Revere Life addressed the June meet- 
ing of the Los Angeles A&H Under- 
writers Assn. 

He said in his way of thinking, cold 
canvass builds itself around four ave- 
nues of approach: The so-called “cold 
pitch”; intelligent use of the telephone; 
individually designed preapproach let- 
ters; greater selectivity in direct mail. 

“T prefer to work the light indus- 
trial and manufacturing areas with a 
sprinkling of professional men, re- 
serving the latter for certain times in 
the day,” he declared. “I have always 
regarded business men as skilled tech- 
nicians of their trade.... They are 
sharp; they know that insurance forms 
a vital part of their every day func- 
tioning.... Consequently, they are at- 
tentive. 

“The big reason why I continue to 
cold canvass is to keep my own mental 


outlook in proper balance. Not only has 
») 


WE'RE 50... 


and his future 
looks better 


than ever! 


Assets, insurance in force— 


and our agents’ expectations — . 
are at record highs this year as a 
Liberty Life celebrates its 50th Anniversary. 


it made me sharp, but I have used it to he never bothered to read a letter Paul Fisher to Retire; 


provide the stimulus for an interesting 
day’s work. 

“The exploitation of key-man A&H 
lends itself very well to the cold can- 
vass method of approach. In one in- 
terview my general agent asked a 
business executive these vital ques- 
tions: ‘Do you have any men in your 
employ who have proven themselves 
and are vital to the continuance of 
your business? How long could you 
continue to carry these men in the 
event of accident or sickness? Two 
weeks? One month? Two months? 
What then?’ I have applied a similar 
technique in other cases and it has 
yielded me a few key-man cases which 
are good business from a lapse and 
claim ratio standpoint. 

“The art of cold canvass can only 
be as good as the proper follow up,” 
he continued. “Nothing can be more 
suited to the procedure of follow up 
than the telephone. Practice courtesy 
on the telephone and you will acquire 
a reputation of being well liked. I be- 
gan to pattern my telephone technique 
along that line, and I noted within a 
short time my sales became more solid 
and that I was beginning to be liked. 


“In a recent call on a CPA, I learned 
« 
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Assets have tripled in size in the past ten years and now 


exceed $80,000,000. 


Liberty Life insurance in force—now over $700,000,000 
—is also three times as great as a decade ago. 


No wonder Liberty Life representatives can look forward 
to ever-increasing opportunities for community service 


and personal advancement. 


LIBERTY LIFE 
INSURANCE COMPANY 
Greenville, South Carolina 
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that appeared to be of stereotyped 
form. Because of that I have never al- 
lowed myself to deviate from writing 
individually designed preapproach let- 
ters. In brief, I endeavor to condition 
his thinking so that he will be recep- 
tive to my call. Good letter writing 
helps to do just that.” 


Ohio Federation Honors 


Its Retiring Secretary 

COLUMBUS—Insurance Federation 
of Ohio honored Homer Trantham, its 
retiring secretary, at a luncheon here 
last week. 

L. H. Grinstead, federation president 
and president of Beacon Mutual 
Indemnity, presented Mr. Trantham 
with a wrist watch and a scroll, thank- 
ing him for his 25 years of service to 
the organization. 

Mr. Trantham, a local attorney and 
president of the Columbus board of 
education, resigned to devote more 
time to his law practice here. He was 
succeeded by Donald W. Stull, veteran 
Ohio newspaperman and public rela- 
tions counsel. 

Among the guests was August 
Pyratel, newly appointed insurance 
superintendent of Ohio. 


Elect W. C. Hayes President 


William C. Hayes, general agent for 
Mutual Benefit H. & A. and United 
Benefit Life at Rockford, Ill, was 
elected president for the two compa- 
nies’ Midwest Managers Assn., which 
held its annual meeting at Okoboji, 
Ia. J. E. Van Bloom, Lincoln, Neb., is 
secretary. 

Principal speakers were V. J. Skutt, 
president of Mutual Benefit, and N. 
Murray Longworth, president of Uni- 
ted Benefit. 








Ehrsam Heads Ore. Managers 

Oregon Life Managers Assn., meet- 
ing at Portland, elected H. W. Ehrsam, 
Equitable of Iowa, president. George 
Ormsby, Mutual Benefit Life, is vice- 
president, and H. G. Horn, Business 
Men’s Assurance, secretary. All are 
from Portland. 





Hold Mich. Training Conference 

New officers of local associations in 
Michigan are attending the annual 
school of instruction at Lansing con- 
ducted by Michigan Assn. of Life Un- 
derwriters. 

The Michigan group originated the 
plan several years ago, one since copied 
in many states. The project now is sup- 
ported by NALU. New state officers, 
headed by Elwin Reed, National Life 
of Vermont, Battle Creek, served as 
instructors. 





Pan-Am Advertising Campaign 


Pan-American Life will conduct a 
national advertising campaign in news 
magazines between July 11 and Dec. 
19. Reprints of the advertisements will 
be used to help agents in prospecting 
and sales. Theme of the campaign will 
be ‘Love Costs Money,’ showing how 
life insurance can take care of loved 
ones. 





Alford Names Two Managers 


Joseph J. Singer and John J. Wunder 
have gone with Prudential as broker- 
age managers in the Don K. Alford & 
Asociates agency, Chicago. Both men 
began in insurance as debit agents for 
Metropolitan and each has been with 
that company more than 10 years. 





Latayette Has Credit Cover 

LAFAYETTE, IND.—LaFayette Life 
is cooperating with the Loeb’s depart- 
ment store to offer customers credit 
insurance to protect unpaid accounts. 
In case of illness the coverage takes 
care of payments and in event of death 
the balance is paid in full. 


Indianapolis Lite V-P 

Paul E. Fisher, vice-president and 
treasurer of In- 
dianapolis Life, 
will retire Aug. 1. 

Mr. Fisher joined 
the company as an 
agent in 1927 and 
two years later was 
transferred to the 
investment depart- 
ment. He was elec- 
ted treasurer in 
1934, director in 
1947 and vice-pres- 
ident and treasurer 
in 1948. 

Prominent in life 
insurance financial 
and investment circles, Mr. Fisher was 
chairman of the financial section of 
American Life Convention in 1944-46 
and was one of the founders of the life 
officers investment seminar at Beloit 
College, Wis., conducted by ALC. He 
also is a past chairman of the financial 
section of Indiana Assn. of Legal Re- 
serve Life Companies and was one of 
the organizers of the investment re- 
search council of Life Insurance Assn. 





Paul E. Fisher 





Boosts Retention Limits 


Great-West Life has increased its 
retention limits. The former $125,000 
basic limit for standard business, ages 
27-50, has been boosted to $175,000. 
Substantial increases also have been 
made for other ages and special classes. 





June Is Record for Fidelity 


June production of $1,502,873 set an 
all-time monthly record for Fidelity 
Life of Illinois. Production for the 
year is ahead of the 1954 pace when 
sales set a company record. 





“That’s right, 
Mr. Underwriter, 
there’s none better...” 





Sales come easy with the exclusive 

Fidelity Life non-cancellable and 

guaranteed renewable ‘‘fracture” 
benefits. 

This appealing feature can be 
combined with any of Fidelity’s 
wide range of adult and juvenile 
life plans, along with hospital and 
surgical expense policies, to pro- 
vide an unmatched lite insurance 

package. 
OVER 72 MILLION DOLLARS 
OF INSURANCE IN FORCE 


Fidelity LY, 


A Mutual Legal Reserve Company 
Home Office ’ Fulton, Ill. 
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General. Dixie and 
Columbus National Ask 


| Ga. Merger Approval 


Columbus National Life, Dixie Life 
and General Life will apply to Georgia 
Insurance Commissioner Cravey for 
approval of a merger agreement which 
has been adopted by the boards of the 
three companies and awaits ratification 
by stockholders. 

The new company, retaining the 
name of Columbus National Life, will 
have assets of $2.5 million and $50 mil- 
lion of life in force. Capital and surplus 


| will exceed $1 million. The merger will 


be effected by exchange of stock. Prin- 
cipal place of business will be in At- 
lanta. Operations will be conducted 
from a new building being constructed 
in Newnan, erected as a model insur- 
ance office by Dixie Life. The agency 
department will conduct an expansion 
program. 

Columbus National Life, organized in 
1948 at Columbus, has $294,000 capital 
and surplus, $742,537 assets and ‘$20 
million in force. General Life, formed 
in 1947 at Atlanta, has $225,835 capital 
and surplus, $1 million assets and $16 
million in force. Dixie Life, organized 
in 1946 at Newnan, has $390,000 capital 
and surplus, $900,000 assets and $12 
million in force. 





Evans Campaign Sets New 
Ohio National Life Record 


Ohio National Life agents submitted 
$20,522,854 in new life sales during the 
annual “June for 
John” sales cam- 
paign, honoring 
President John H. 
Evans. 

Seventy - two 
general agents 
paired off and 
competed against 
each other as the 
red and blue 
teams, 45 exceed- 
ing quotas by a 
wide margin with 
68 agents topping 
the $100,000 mark 

John H. Evans of new written 

business. ; 

The campaign was inaugurated in 
1947 and records for a single month’s 
production of new business have been 
set each year since. 

Mr. Evans, a graduate of the Univer- 
sity of Michigan actuarial school and 
a fellow of Society of Actuaries, is 
completing his 33rd year with the com- 
pany. He became president in 1947 and 
before that served as agency vice- 
president, extending the company’s 
sales operations from a few states to 
the present total of 29 from coast to 
coast. 





Dallas Insurer Splits Stock 


Stockholders of Great Southwest 
Life of Dallas have approved a two- 
for-one stock split and have authorized 
the sale of 105,000 additional shares of 
common stock. Each stockholder of 
record July 9 will have the option to 
purchase one share for each three 
owned, including the shares issued in 
the stock split. The option expires July 
16, at which time any stock not sub- 
Scribed will be placed on the open 
market. There currently are more than 
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2,000 holders of company stock. 

John M. Stewart has been named 
executive vice-president and assistant 
to the president. He has been with the 
company for some time and at one 
time was a producer for Aetna Life. 


NALU Calls Confab 
on Credit Insurance | 


The committee on credit insurance 
headed by Oren Pritchard, manager of 
Union Central at Indianapolis, was 
scheduled to meet in Indianapolis on 
July 15. Invited to attend the meeting, 
which will consider what attitude 
NALU should take in the matter of 
credit insurance in connection with 
small loans are representatives of 
American Life Convention and Con- 
sumer Credit Insurance Assn. Also in 
attendance will be Thomas Gillooly, 
West Virginia Commissioner, who is a 
member of the NAIC committee on 
credit life. 

Questions on the agenda are whether 
or not credit insurance on small loans 
is in the public interest in view of the 
average size of such loans, their brief 
duration, and the small loss ratio on 
such business; whether there are prac- 
tices in the small loan credit insurance 
field which may result in rate regula- 
tion which could spread to other forms 
of life and A&H insurance; and whether 
there are cases of captive credit in- 
surers which are being charged an in- 
equitable portion of overhead duplicat- 
ed with the loan company for tax ad- 
vantages, which practice might spread 
to the extent that Congress would use 
it as a reason for changing the income 
tax basis of all life companies. 

Coincidentally, James L. Miller, who 
served as attorney for the Senate ju- 
diciary committee when it investigated 
the tie-in sale of credit insurance with 
small loans in Kansas and North Caro- 
lina, is now in Indianapolis as assistant 
U.S. district attorney. 








Provident Mutual Has New 


Hospital-Surgical Line 

Provident Mutual Life this month 
began issuing hospital-surgical expense 
policies to help pay for hospital and 
surgical expense caused by accident or 
sickness. They are available to men and 
women as individuals and on a family 
basis. 

May sales totaled nearly $17 million, 
making it the second highest month in 
company history. 





National Fidelity Sets 
High Production Marks 


National Fidelity Life’s annual “June 
for Jones’ campaign set a new all 
time production record. Life business 
exceeded that of last year by 44% and 
the over all increase, including A&H 
was 25%. 

The campaign centered around the 
20th company anniversary of Presi- 
dent W. Ralph Jones. 

For the first six months of the year, 
paid life production exceeded the 
similar 1954 period by 30%. Insurance 
in force as of June 30 amounted to 


$106,500,000, including group of nearly « 


$10 million. A&H premiums increased 
26% for the same period. 


Wins L. & C. Building Bid 


Life & Casualty of Tennessee has 
awarded a $3,783,835 general contract 
to J. A. Jones Construction Co., Char- 
lotte, for construction of a 30-story 
home office building in Nashville. 

Other contracts are expected to bring 
the cost to $5,500,000. Outside trim 
will be limestone, aluminum and glass. 
The building is scheduled for com- 
pletion in 1957. 
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Their reasons ditter but both agree... 



















WILLIAM G. ADAMS, C.L.U., of Toledo, Ohio, says — 


“In reviewing my sales of the past five years, I have been 
impressed by the fact that, without exception, the largest 
cases have come through Estate Analysis. In my opinion, 
skill in Estate Analysis is one of the ultimates in really 
professional life underwriting. The training provided by 
the Aitna Life Insurance Company wins for its representa- 
tives a full-fledged place on the Estate Planning team with 
the accountant, attorney, and trust officer.” 


Mr. Adams is a graduate of Oberlin College... 
With Toledo Agency of “Etna Life as salesman 
since 1935... Former president of Toledo Associa- 
tion of Life Underwriters and C.L.U. chapter... 
11 year NQA winner ... Awarded C.L.U. in 1944 
.. + Has qualified for Million Dollar Round Table. 
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WILLIAM B. FELDENHEIMER of Portland, Ore., says — 


“The Estate Planning sales material of the Etna Life 
has helped me open the door to prospects of sub- 
stantial means to render constructive financial service 
in collaboration with other professional advisors. Proof 
of the favorable impression this sales material makes 
may be found in the number of referred leads that 
come to me.” 


Mr. Feldenheimer has been with Etna Life at 
Portland, Oregon, since 1942 ... Qualifying, 
repeating member of Million Dollar Round Table 
. . « Currently state campaign chairman and 
director of American Cancer Society ... Director 
of American National Red Cross... Previously 
in investment banking business, 
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' | Ihe&tna Lifes Estate Analysis ; 


| ishighly effective 


For the prospect of substantial means with a minimum 
estate of $100,000, AXtna Life has developed a highly 
effective selling plan . . . and puts particular stress on 
helping its career underwriters develop proficiency in this 
lucrative field. 


At the Home Office Advanced School and through 
supplementary agency training, an AXtna Life representa- 
tive acquires the techniques and know-how that are so 
essential to becoming an important member of his client’s 
team of financial advisors. 


Specially designed sales material permits him to work 
hand in glove with attorneys, trust officers, and account- 
ants. Through skillful coordination with this professional 
group, he forms an important link in the solution of a 
| client’s overall estate problem. 

These are the reasons why so many A&®tna Life repre- 


sentatives enjoy extraordinary success and big earnings in 
this large and very profitable area of life insurance selling. 











AN ATNA LIFE REPRESENTATIVE QUICKLY GAINS the high degree of skill and 
professional knowledge that earn him a place as a valued member of his 
client's team of financial advisors . . . well qualified to work successfully with 
attorneys, accountants and trust officers as well as with the client himself. 
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FROM INITIAL CONTACT TO FINAL ARRANGEMENT, /£tna Life representa- 
tives are supplied with specific material of proven effectiveness for handling 
cases in the extremely rewarding field of life insurance for estate clearance. 





Aina Life Backs Its Salesmen All the Way 


Beyond the highly effective Estate Analysis Plan, tna 
Life offers all these important advantages . . . 


@ Outstandingly successful 
sales plans for the three other 
major markets: Family Pro- 
gramming — Business Insur- 
ance — and Pension Trust. 


@ Complete facilities for 
writing Life, Group, Acci- 
dent and Health. 


e@ Backing of Home Office 
experts on Group Pension 
Trust, Salary Budget, and 
other specialized markets, 


e@ The prestige of represent- 
ing a company which com- 
mands wide respect and 
acceptance. 











Hartford 15, Connecticut 


Whim 


There’s a proven plan for selling every market... through the 


AETNA LIFE INSURANCE COMPANY 
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Programming Small Cases May Be Vogue 


The recent statement of Vice-presi- 
dent Robert B. Coolidge of Aetna Life 
that programming needn’t be aban- 
doned in favor of policy selling for 
modest amounts of life insurnace is of 
considerable significance because of 
the talk there has been to the effect 
that programming uses up too much of 
an agent’s time on smaller cases. 

Mr. Coolidge’s statement is particu- 
larly interesting because he was talk- 
ing about the “very rapidly growing 
number of people [who] are advancing 
to an income bracket which permits the 
purchase of substantial amounts of or- 
dinary life insurance,” in other words, 
what amounts to a new class of pros- 
pects for the agent in the ordinary field. 

Mr. Coolidge believes that those who 
constitute this new and expanding 
market will appreciate the program- 
ming services of the agent just as much 
as others have in the past. Hence, Aetna 
Life will continue to concentrate on its 
“estate control” plan as its major sales 
instrument. 

It is important for the business that 
the programming idea be applied as 
widely as is practicable, because life 
insurance that is geared to the policy- 
holder’s particular situation can ob- 
viously do a better job than a policy 
that is just sold as a policy. On the 
other hand, it is important that a lot 
of life insurance gets sold because only 
in that way does life insurance do what 
it is supposed to do. 


The happiest outcome of course 
would be the evolution of a program- 
ming system so flexible and simplified 
that even the most modest prospective 
sale would warrant a programming job. 

From a sales point of view, the big 
virtue of programming is that it un- 
covers needs that neither the prospect 
nor agent might otherwise realize ex- 
isted. A prospect who is good for a 
fairly nice package sale might buy 
twice as much if he could be made to 
feel the enexorable pressure of a well 
designed program that puts him face to 
face with a serious problem, insoluble 
except through purchase of a substan- 
tial amount of life insurance. 

The difficulty is that too often the 
prospect, despite a good income, has 
not gotten to thinking of himself as a 
man who puts that much money into 
life insurance premiums. Hence, an 
agent may put in considerable time 
getting up an elaborate program for a 
man who needs insurance and can pay 
for it but who, because of the newness 
of his prosperity, is not conditioned to 
buying the insurance he ought to have. 

Mr. Coolidge’s declaration of faith in 
programming for even the more modest 
buyers is an encouraging indication 
that the progamming principle need not 
be abandoned in the case of those 
whose need for it is really the greatest 
because they must use every dollar of 
life insurance to do the most effective 
job. 


Chance to Ease New York's Curbs 


Efforts of the Massachusetts and 
Connecticut legislatures to get New 
York’s life insurance acquisition cost 
limitations reduced are a reminder of 
the basic unreasonableness of the New 
York limitations. The resolutions that 
were promoted in Massachusetts and 
Connecticut were union-inspired and 
consequently may be regarded as 
part of a coming union effort to get 
the law changed in New York. Ob- 
viously, any union leader worth his 
salt would know that agitation in 
neighboring states could only be 
secondary to the main push in New 
York itself. 

There is no reason why this effort 
to enlighten the legislators should be 
confined to the industrial branch of 
the business, however. The compensa- 
tion of agents should be left to the 
operation of economic law. Competi- 
tion will insure that compensation 
levels are high enough without being 
too high. If life insurance were a 
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monopoly there might be some excuse 
for exercising state control over com- 
missions. But with more than 60 
companies licensed in New York there 
is no danger whatever that commis- 
sions would get significantly out of 
line if statutory restraints were re- 
moved. 

Life insurance has to be in force to 
do any good. It doesn’t matter how 
much coverage a company is capable 
of issuing. The insurance contributes 
nothing to the support of the widows 
and fatherless children if it is not 
in force. The way to get insurance 
put in force is to pay agents enough so 
that a further rise in commissions 
would result in decreasing sales rather 
than further increasing them, because 
excessively high commissions would 
place a company in the position of 
pricing itself out of the market. That 
is how commissions are determined in 
other lines of business and there is 
nothing about life insurance that 
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exempts it from this law. 

By keeping legal curbs on matters 
affecting company solvency and the 
fairness of treatment of policyholders 
the state of New York can do all it 
needs to in order to make sure that 
the policyholders are protected. The 
matter of compensating salesmen 
should be left up to each individual 
company, just as it is in other sales 
fields. A life company concentrating 
on high-bracket prospects who buy 
large amounts of coverage will doubt- 
less find it wise to hold down commis- 
sions in the interest of offering an 
attractively low-priced product. A 
company that is trying to develop a 
big ordinary business among the so- 
called blue collar workers may well 
find that it needs to put out consider- 
ably more in commissions if it is to 
do the more difficult job of motivating 
these prospects. Up to a point, these 
prospects should not object to paying 
the higher price that these higher 


commissions would involve. 

The traditional attitude of the New 
York legislature toward the life com. 
panies domiciled in the state and li- 
censed there is so contrary to that of 
nearly all other states that it should 
not take too long for a determined 
effort to bring about a change. Other 
states, in the main, try to help their 
home industries, including life insur. 
ance. New York, however, ever since 
the Armstrong scandal, has taken a 


perverse pride in giving its home-state | 


life companies, and those licensed in 
the state, a hard time. 

The theory appears to be that this 
sort of hamstringing protects the pub- 
lic from the big bad insurance opera- 
tors. What actually happens, of course, 
is that the life companies manage to 
sell a lot of insurance in spite of these 
archaic restrictions but the legislators 
have lost sight of how much more 
could be sold if companies were free 
to set their own commission levels. 








PERSONAL SIDE OF- THE BUSINESS 





Horace W. Brower, president, and 
Clarence H. Tookey, actuarial vice pres- 
ident, Occidental Life of California, 
have been named departmental con- 
sultants at Occidental College in Los 
Angeles. Mr. Brower will act as an ad- 
viser in the economics department, and 
Mr. Tookey, mathematics department. 


Raymond C. 
Golden, who has 
been appointed 
general agent of 
Manhattan Life at 
Grand Rapids, was 
a professional mu- 
sician before en- 
tering life insur- 
ance in 1948. He 
has been with New 
York Life at Grand 
Rapids for the past 
several years. 


William F. Young, assistant vice- 
president of New York Life and a resi- 
dent of Ridgewood, N. J., has been ap- 
pointed by Gov. Meyner of New Jer- 
sey as one of five members from his 
state on a metropolitan rapid transit 
commission, which will make a study 
of traffic problems in the New York- 
New Jersey metropolitan area. 





R. C. Golden 


Emmett Russell, public relations di- 
rector of Life & Casualty of Tennessee, 
has been elected vice-chairman of 
Nashville and Davidson County Red 
Cross chapter. 


James G. Bruce, vice-president of 
Colonial Life, has been elected as- 
sistant treasurer of Sales Executives 
Club of northern New Jersey. Anthony 
Acocella, William H. Rehmann and 
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ides 4, Ill. 


Andrew J. Dutko, Colonial Life agents 
at New York City, Vineland, N. J., and 
Buffalo, respectively, were cited by the 
club for outstanding sales performance, 


John MacArthur, president of Bank- 
ers Life & Casualty, is the first civilian 
owner of an air force T-33 jet airplane, 
Buying parts from wrecks sold as 
junk, bit by bit he built the plane. Still, 
he said, “it cost me five times as much 
as a new plane.” 


Lon Hocker, vice-president and gen- 
eral counsel of Missouri Ins. Co., has 
been named chief hearings counsel of 
the Senate committee on constitutional 
rights. He will serve as counsel to the 
committee in public hearings to be held 
during the Congressional recess. 


DEATHS 


W. F. CLEAVER, 53, manager of the 
policy department of American United 
Life, died in Indianapolis. With the 
company since 1941, Mr. Cleaver pre- 
viously had spent 18 years with Aetna | 
Life. 








.. ALLAN FORBES, 80, a member of | 
the board of New England Mutual Life | 


for 35 years, died. He was prominent 
in business and civic organizations in 
Boston. 


RUSSELL T. BYERS, retired vice- 
president of American United Life, 
died at his home in Indianapolis at age 
80. He was vice-president and a direc- 
tor of American United from the time 
it was organized in 1937 until his re- 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., 
Tel. Liberty 2-1402. Roy H. Lang, 
land Manager. 


Rm, 421, 
New Eng- 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 


Bldg... Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 
DETROIT 26, MICH.—i02 Lafayette Bidg., 


Tel. Woodward 1-2344. A. J. Edwards, Resi- 


dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J 
Wheeler, Pacific Coast Manager. 
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tirement in 1945. He got his insurance 
start in 1906 as general counsel for the 


‘old American Central Life, remaining 
‘with that company until formation of 


American United. He was vice-presi- 
dent of Indiana Insurance Federation 


from 1918 to 1927 and president in 1928. 


He received the federation’s Chandler 
cup in 1933 for outstanding service to 


‘the insurance business in Indiana. A 


past chairman of the financial section 
of American Life Convention, he was 
secretary of that group in 1930-31. 


WALTER A. LUNN, 52, vice-presi- 


‘dent and treasurer of Old American 


Life of Seattle was killed in a head-on 
auto collision near Kellogg, Ida., while 
returning home from a vacation. His 
wife, Grace, was severely injured. Be- 
fore helping found Old American in 
1945, Mr. Lunn for many years was 
with Safeway Stores at Los Angeles. 


N. B. SMITH, 74, for 43 years a 
Northwestern Mutual Life agent at 
Louisville, died at a hospital in Cin- 
cinnati. 


VAL E. SCHWEITZER, group ad- 
ministration supervisor at Toronto for 
Great-West Life, died at the age of 61. 
He joined the company at Winnipeg in 
1986 as manager of the head office 
group department. He was named 
group supervisor at Toronto in 1945 


| and last year was advanced to group 


administration supervisor, becoming 
responsible for administration of group 
business in Ontario. 


LOUIS LEVY, for more than 30 years 
an agent for Metropolitan Life at 
Louisville before his retirement 5 years 
ago, died at Norton Infirmary there at 
the age of 74. 


JOHN P. HENSLEY, 44, manager of 
Quaker City Life at Alexandria, Va., 
died there. 








Ore. Department Drafts 
Rules for Credit Coverages 


Commissioner Taylor of Oregon has 


issued a set of proposed regulations 
‘Telating to the sale of credit life and 


credit A&H which follow closely the 
NAIC model regulations. 

Among exceptions to the NAIC 
model is a requirement that all poli- 


cies be issued through licensed agents. 


Unless the lender or seller is licensed 
as an agent, he shall not be allowed 
a fee for effecting insurance in excess 
of 10% of the premium charged to the 
borrower. Another makes credit life 


. policies incontestable. 





————— 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 





Unity agents are equipped 
to serve every need for per- 
sonal 


insurance. Juvenile 





policies our specialty. 


£ R. DEMING L. J. BAYLEY 





President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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Few Plan Change in 
Surgical Schedules, 
A&H Survey Finds 


The majority of companies writing 
A&H coverage are not contemplating 
modification of existing surgical sched- 
ules for individual and family surgical 
expense insurance policies according 
to a survey by Bureau of A&H Under- 
writers on the current usage of surgical 
expense insurance fee schedules writ- 
ten in conjunction with individual and 
family hospital expense policies. 

The survey, the preliminary findings 
of which were recently released, is part 
of a study of surgical fee schedules in- 
itiated by the bureau in response to 
questions asked by members companies. 

Four of the companies surveyed an- 
nounced impending changes in their 
present schedules. The changes planned 
include the modernization of schedules 
in line with newly developed surgical 
procedure listings, the further break- 
down of currently listed general surgi- 
cal procedures to specific operations, 
the increase of present dollar amounts 
for specified operations and the raising 
of the low base maximum. One com- 
pany proposes the addition of obstetri- 
cal procedures with listed allowances. 

Despite the willingness of companies 
generally to write higher fee schedules 
and to offer $400 to $500 schedules, the 
popular maximum fee schedule pur- 
chased today is the $200 limit, the sur- 
vey indicates. 

To simplify the administration of un- 
listed procedures and to meet company 
desire to keep the nomenclature of 
schedules abreast of the advance of 
modern surgical techniques, the bureau 
will continue its study of the develop- 
ment of a master schedule of uniform 
nomenclature for surgical procedure. 

The survey was undertaken by the 
bureau’s hospital expense insurance 
subcommittee with Robert W. Carey of 
New York Life as chairman. It polled 
87 companies. Other subcommittee 
members are Albert E. Haskell of 
Aetna Life, H. Clay Dodson of Ameri- 
can Health of Baltimore Corp., Harry 
L. Graham of Bankers Life, F. T. Cle- 
land of Connecticut General Life, E. W. 
Duane Jr. of Life of Virginia, Austin J. 
Lilly Jr. of Maryland Casualty, F. M. 
Hunter of Pilot Life, Robert E. Ryan 
of Royal-Liverpool and C. P. Mason of 
Vermont Accident. 





Pictures Transposed 


Pictures of Thomas A. Bittenbender 
and Asa F. Kinney were inadvertently 
transposed in the July 8th issue of 
THE NATIONAL UNDERWRITER. 

The pictures accompanied stories 
of Mr. Bittenbender’s appointment as 





Asa F. Kinney T. A. Bittenbender 


Cincinnati manager for Home Life and 
Mr. Kinney’s appointment as director 
of the group administration depart- 
ment of John Hancock. 





Two teams of Colonial Life home 
office employes were among the win- 
ners of the New York Journal Ameri- 
can’s annual men’s handicap bowling 
classic. 








Sixty-First Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners: and Beneficiaries 
since organization September 5, 
1894... . The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 
* 


be * 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 
MUTUAL LEGAL RESERVE FOUNDED 1894 























The Pacific National Man Is Doing > 
7 SOME VERY 
PLEASANT 

PLANNING! 


uualified producers for Pacific Na- 
tional are planning to attend the 
’ Company convention in Hawaii in 
- 1956. Of course, all Pacific National 
: agents enjoy a non-contributory pen- 
: sion plan and top commission con- 
' tracts in representing Pacific National 
: Life Assurance Co. 
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Sound interesting? Do something 
about it! Write Kenneth W. Cring 
about the excellent agency openings 
with. . 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 EAST SOUTH TEMPLE + SALT LAKE CITY, UTAH 
RAY H. PETERSON, PRESIDENT + K. W. CRING, V.P. & SUPT. OF AGENCIES 
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A&H 

Group 
Franchise 
Hospitalization 
Brokerage 
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life insurance in force exceeds 


$ 775,000,000. 00 


PLUS: One of the most advanced agents 
training programs in the nation... 
Supervised offices . . . Trained Group 
men to assist agents... An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


Home Office, Dallas 














1910-1955| 





ILLINOIS MUTUAL... 


yesterday a pioneer in the Accident and 
Health Insurance field . 


————— 
Desirable Agency 
Openings Available 
in: 


xb 


. today a leader in designing 








better and more saleable policies. |!!incis 
YOUR CLIENTS NEED THE towo 
MAJOR MEDICAL EXPENSE POLICY [iricc:ica 
For Individuals and Family Groups. owl 
Pays maximum benefits of $5,000, $7,500, seneee with respective es ” 
deductibles of $500, $750 and $1,000 . co-insurance clause z 2 
- deductible applies only once under ! specified conditions Missouri 
- Pays for covered medical expense in or out of the hospital. Nebraska 
For Individuals and Family Groups. Ohio 





and Wisconsin 





Pays covered expense 


VEXLANOAS 





Inquire about these other modern 
ILLINOIS -MUTUAL POLICIES: 

* Individual Accident and Health Schedule’ Policy 
% Hospital Schedule Policy 

% Specific Disease Expense Policy ... 


for CANCER ($1,000 age 60 and over) and 
$10,000 POLIO and nine other diseases. 


CASURLTY COMPARN 


WOWASSESSABLE 


“The Best in Accident, Sickness, and Hospital Insurance since 1910." 





benefits up to $2,000 





WUTOUAL 


HOME OFFICE: 411 Liberty 
Peoria, Illinois Phone 3-3693 
E. A. McCord, Pres. 

C. C, Inman, Exec. Vice-Pres. 


































LONG TERM BANK LOANS é 
ARRANGED ON VESTED <& 
RENEWAL CONTRACTS 


U. © &G. C. serves > Sande needs of those engaged in the Life Seen Business. Your tax 
problems may be simplified and savings effected. Corresponden 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, Calitornia 
Sovthern California & Arizona Branch Office 
9935 Senta Monico Bivd., Beverly Hills, Calif. 


LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 





© 
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ce Invited. 











Correlate Actuaries’ 
Exams and Job Success 


A study based on 276 members, 
showed a significant correlation be- 
tween success with examinations for 
admittance and success as an actuary 
and indicated that the tests are per- 
forming their desired role, Society of 
Actuaries was told at the western 
spring meeting in Coronado, Cal. 

Suggestions concerning _ selection, 
education and training of actuarial 
students included these: students tak- 
ing economics, business administration 
and similar courses can be a source of 
actuarial material; automation re- 
quires a new look by actuaries at 
traditional mathematics training as a 
selection and educational device; cred- 
it for the yearly examinations could 
be given for appropriate college work; 
the examination series might be 
shortened and later tests given twice 
a year; the “reasonable knowledge” 
requirement of each subject might re- 
quire a larger number of examinations 
to provide more questions about the 
same subjects; summer employment 
of college undergraduates; more re- 
cruitment of technically trained men 
to release actuaries from such posi- 
tions as group annuity specialists. 
There was a difference of opinion on 
whether detailed knowledge of elec- 
tronic equipment should be included 
in the syllabus. 

e @ e 

R. G. Espie, Aetna Life, chairman 
‘of the examination committee, said 
the examinations were not a screening 
device for management potential but 
pointed up technical proficiency in 
actuarial science. The number of ref- 
erences was reduced by one-third, and 
new books and articles have been 
developed specifically for examinees 
in the last 10 years. 

There is a definite downward trend 
in mortality on policies for large 
amounts, probably due to favorable 
economic conditions, G. D. Shellard, 
Metropolitan Life, said. R. L. Whaley, 
Prudential, felt there is no definite 
proof that mortality follows economic 
trends. Such factors as management 
policy, underwriting practices and 
improved selection methods may dis- 
tort results, making the effect of a 
depression on mortality speculative at 
best. he said. G. E. Gannon, Standard 
of Oregon, said economic conditions 
definitely have an effect on mortality. 
Although chances of future depres- 
sions are reduced, companies should 
build up contingency reserves to carry 
them through hard times, since they 
might quickly lose all their present 
mortality margins. 

Smaller companies make good use 
of persistency rating methods to pro- 
duce better selling by ‘their agents, 
according to several speakers at the 
smaller companies forum. Leo Nord- 
quist, West Coast Life, described his 
company’s new practice which reduced 
first and second-year lapses by 40%. 
Men from two other companies re- 
ported good resuts from the LIAMA 
presistency rater. 





Hancock Promotes Two 


John Hancock has promoted Herman 
J. Lamothe Jr. from assistant district 
manager at Webster, Mass., to regional 
supervisor—administration and Ed- 
ward V. Sinatra from assistant district 
manager at Salem to regional supervi- 
sor—training. They will serve in the 
northern New England territory. 

Mr. Lamothe, who joined John Han- 
cock in 1944, was named assistant dis- 
trict manager in 1950. Mr. Sinatra, who 
joined in 1946, was appointed assistant 
district manager in 1949. 


House Committee OKs 
Proposed SS Changes 


WASHINGTON—The House ways 
and means committee has approve 
amendments in a draft of a bill t 
amend the social security act. 





The amendments would continue 
benefits to disabled children 18 ang 
over; reduce women’s OASI retirement) 
age from 65 to 62 years; provide dis 
ability benefits for OASI-insured) 
workers at age 50; extend OASI to op. 
tometrists, dentists, lawyers, veteri. 
narians, chiropractors, naturopaths, OS.) 
teopaths, naval store workers and em.! 
ployes of Tennessee Valley authority) 
and home loan bank; revise the tay) 
contribution schedule of the OASI pro.’ 
gram; and make other changes of 
technical or clarifying nature. 


3,623 Candidates Take 
4,525 CLU Examinations 


A total of 3,623 candidates took 4,59} 
CLU examinations in June compared ty 
the 3,177 who sat for 4,142 tests las 
year. This year’s figures are the highest 
in American College history. 

There were 1,776 new candidates this 
year, also setting a record and 5,05) 
persons enrolled in 259 CLU stud 
groups in 148 cities. 





It is estimated that about 400 of the 
June candidates successfully complet. 
ed the five CLU examinations in partial) 
fulfillment of American College re.| 
quirements for the designation. A sim. 
ilar number probably will be approved 
for CLU designations in time for the 
annual conferment dinner Aug. 24 in 
St. Louis. It will be held in conjunction 
with the annual meetings of American 
College and American Society of CLI, 

With about 400 new CLU, the total 
number holding the designation wil 
reach close to 6,000. 





Insurance Is Topic at 
Okla. Economic Workshop | 


The role of insurance in the economy. 
was included among the subjects Cons 
sidered at the annual Oklahoma work-’ 
shop on economic education, sponsored | 
by the Universities of Tulsa and Okla-’ 
home and Oklahoma A & M College, 

Life insurance was discussed by J. 
C. Scott, president of Bankers Security! 
Life. There also was a session on teach: | 
ing insurance, conducted by Hershon’ 
Freeman, assistant professor of insur-| 
ance at Oklahoma A & M. 











Elect Davis at Cleveland 


Donald Davis, New York Life, is 
the new president of Cleveland Group. 
Representative Club. John E. Hamm, 
Jr.. Sun Life of Canada, is _vice- | 
chairman and Walter Berry, Mass} 
achusetts Mutual Life, secretary. 

The program committee consists af | 
Gordon Dunkerley, Prudential, and 
Derle Parker, Aetna Life. 





Names Four Supervisors 

Great-West Life has appointed fout 
supervisors, D. H. Scott and D. W 
Bajus at Vancouver, B. C., Allen BR 
Lawson at Indianapolis, and Donald & 
Brennan at South Bend, Ind. 

Mr. Scott, who joined the company 
in 1951, formerly was district managet 
at New Westminster, B. C. Mr. Bajus 
has been an agent at Vancouver sinct 
1951. Mr. Lawson joined the company 
in 1952 and Mr. Brennan in’ 1951. 





Livengood Succeeds Schoen 

Joe J. Schoen, president anda found: 
er of Associates Life of Indianapolis, 
has resigned to enter the stock and in- 
surance brokerage business there. 
successor is N. Dale Livengood, also 
an incorporater and additionally 
comptroller. of Associates Income, @ 
companion’ company, and Fidelity 
Associates Underwriters. waa 
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ei Mexican Migrant 

se wa, Workers to Have 
2p e| Life, AGH Plan 

. ' A plan for writing non-occupational 
continue) jife and A&H on Mexican migrant 


n 18 and 


I-insured/ “Commissioner Smith said the de- 
ST to op.) partment had asked the board to 
» veteri- Getermine whether the plan contra- 
paths, 0/ yenes Texas insurance statutes. 
and €m-) Under the terms of an executive 
authority) sreement between the United States 
7 Pen tax} and Mexico, the Mexican government 
PIO-t reserves the right to select an ex- 
_ of a) clusive insurer or group of insurers 
; to write the coverage. 
Major provisions of the plan, sum- 
> marized by Mr. Smith, include: 
iS Instituto Mexicano del Seguro Social 
(Mexican Social Security Institute) 
ook 4,535 is designated the holder of the master 
nparedti} policy and each migrant worker shall 
o higher receive a certificate of insurance as 
evidence of coverage. 
dates this The companies writing the insur- 
nd 5,05)f ance constitute a co-insurance pool. 
‘U study The companies shall pay a 10% 
service fee of all gross premiums to 
Mexican Social Security for physical 
00 of th}  oxaminations and screening of work- 
gp | ers, administration and payment of 
lege re| death claims as trustee for beneficiary 
1. A sim.| of insured and for other supervisory 
approvel} services and expenses. 
> for the The plan shall conform to applicable 
ig. 24 in} requirements of the insurance laws 
ijunctio} of the states in which it will be 
nen instituted. 
the total Fifty per cent of net profits accrued 
ion. will during any contract year shall be 
applied toward the provision of in- 
creased death benefits for the workers 
<i! | Agents! 
econom 
cts pod gents. 
1a work: | 
onsored | D Yy WwW 
aon | Do You Want... 
. bibs Large Commissions 
a | | # Steady Renewals 
f insut- | ¥ Standard Policies 
(rates and provisions competi- 
tive with every old line legal re- 
nd serve life company in the U. S.) 
ee he Three Specials 
Hamm, Selective Insured Investment Plan. 
s__ vice: | Junior Insured Savings Plan. 
~ Mass Guaranteed Life Annuity. 
es af Agency franchises in Arkan- 
al, and sas, Florida, Kansas, Louisi- 
ana, Mississippi, Missouri, 
Nebraska, New Mexico, Okla- 
sid teal homa, Tennessee, Texas and 
the Territory of Hawaii. 
me @ A Sound Company 
($127 in assets for every $100 of 
ompany liability). 
ai National Equity Life has operated in the 
or since South for 31 years, and is now expand- 
ompany ing. 
51. This may mean unusual opportunities 
for you. 
Write today for full information. 
found- 
napols) | NATIONAL EQUITY 
re. His) 
a alsa LIFE INS. CO. 
— Little Rock, Arkansas 
‘idelity R. D. Lowry, Pres. 
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U. S. Department of Labor. 


i | workers has been presented to the 
etirement, Texas Board of Commissioners by the 
vide dis. 


























XUM 


during the next ensuing. contract 
year. 

Coverage provides $1,350 life in- 
surance and non-occupational A&H 
benefits. No more than $350 shall be 
paid for funeral expenses while the 
remaining $1,000 is payable to Mexi- 
can Social Security as trustee for the 
beneficiary named by insured. Pre- 
mium rate is 90 cents a week per 
worker. 

Companies proposing to write the 
insurance under this plan are Con- 
tinental Life of Texas, Republic Na- 
tional Life, Continental Western Life 
and Guarantee Reserve Life. 

Another proposal to write the in- 
surance was submitted by Mexican 
Migratory Worker Underwriters Assn., 
composed of American Investors Life, 
Mercury Life & Health, American 
Empire Life, South Coast Life, Ameri- 
can Employers and Sentinel Life. The 
association suggested a premium of 
$3.50 a month per worker. 


Prudential Wins Double 
Indemnity Suit in Mich.; 


Call Korean Action War 


FLINT, MICH.,—Judge Roth of 
Genesee county circuit court has dis- 
missed a double indemnity suit 
against Prudential, ruling that death 
of a soldier in the Korean fighting was 
death from war service within terms 
of the insurance contract. 

Parents of Herbert Huffman sought 
to collect double indemnity on their 
son’s life on the theory that United 
Nations action was a “police action” 
technically and not a “war”. Mr. 
Huffman was killed while serving 
with the army and his policy specified 
that double indemnity would not be 
paid for death from war service. The 
regular benefit under the policy was 
paid by the company. 

“For the purpose of this suit”, 
Judge Roth held, “the ‘Korean Action’ 
was the ‘Korean war’.” 

The court noted that failure of 
Congress to declare war was not a 
sufficient test of the existence of war 
in this case. “It appears that use of 
the test is legalistic and artificial,” 
the opinion stated. ... “the insured 
did not undertake to pay premiums at 
a rate which covered the extraordinary 
risks of military service.” 





Top Anniversary Quota 
Bankers Life of Iowa agents during 

the June president’s month campaign 

honoring E. M. McConney had paid- 
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for production of $25,156,169, 100.6% 
of quota. Enough of the written busi- 
ness reached the home office to result 
in regular issued and paid-for ordinary 
production for June of $19,364,802. 
D. R. Meredith, Des Moines, led all 
agents with a volume of $264,000. For 
the first time in a president’s month 
campaign, all of the top 10 agents had 


individual totals of $200,000 or more 
qualified business. 





Wisconsin Life Insurance Leaders 
Round Table heard Sherburn Driessen, 
vice-president of Marshall & Ilsley 
Bank of Milwaukee, at a meeting in 
Milwaukee. 














CALIFORNIA 


[| ACTUARIES | 


IND. & NEB. 











COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 


























GA. VA.-N.Y. 





Hospitalization 





BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 











Atlanta * Richmond ¢ New York 











ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 




















OKLAHOMA 











Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. W. P. Kelly 
M. Wolfman, F.S.A. A. Selwood 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 











W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 




















PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 

















FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 


THE BOURSE PHILADELPHIA 




















8 OR Ot Oran 


A Complete ine of Couenage 


Sipe Insurance Recident Y Health 
Medical-Surgical 
Excellent Opportunities for Caprable Salesmen 


Bankers Life Y Casually Company 


Chicago 30, Minois 
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Offer Unlimited A&H Plan, 
Regardless of Age, Health: 


Some Clientele Restrictions 


LOS ANGELES—Pet Health Plan of- 
fered prepaid medical-hospital pro- 
tection for cats and dogs through a 
half-page ad in local papers. 

The plan is effective July 18 and 
open to “dogs and cats in this area, re- 
gardless of age or physical condition, 
until neighborhood quotas are filled.” 

The ad said the plan “is the official 
medical service organization of Affili- 
ated Veterinarians of Greater Los An- 
geles and Polyclinic Hospital for Pets.” 
It said it will “provide unlimited med- 
ical-hospital-surgical-clinical care and 
24-hour emergency service for pets.’ 

William M. Bowman, for many years 
executive director for Blue Shield, or- 
ganized the plan. 


Commissioner McConnell has not 
ruled on the department’s jurisdiction 
over the plan. 


Schlundt Chooses Insurance 


Don Schlundt, Indiana University’s 
All-American basketball center, has 


decided to pass up professional basket- 
ball for a life insurance career. He will 
represent Indianapolis Life at Bloom- 
ington, Ind. 

Drafted by Syracuse of the National 
Basketball Assn., Schlundt returned his 
contract unsigned. He studied insur- 
ance courses at I. U. and represented 
Indianapolis Life on a part-time basis 
during his senior year. 





Lashley Gets Agency Post at 
Wichita for Bankers, Neb. 


Jack K. Lashley 
has been named to 
succeed R. W. 
Jackson as general 
agent for Bankers 
Life of Nebraska 
at Wichita. 

Mr. Lashley, 
formerly assistant 
general agent at 
Wichita, joined the 
company there in 
1941. 

Mr. Jackson has 
been appointed 
superintendent of 
agencies for the 
eastern division, and now makes his 
headquarters at the home office. 





Jack K. Lashley 








WANT ADS 











make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to 
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WANTED 
Superintendent of Life Insurance Agents 


New life insurance company now being formed with capital and surplus 
of $500,000. Home office to be in Joplin, Mo. Excellent opportunity for good 
personal producer who has proven ability to recruit and train agents. 
Remuneration open. When replying give complete business and educational 
background, present annual income, age, marital status and other pertinent 
information. Replies will be held in strict confidence. 

WILLIAM R. THURSTON 

WILLIAM R. THURSTON & ASSOCIATES 

BOX 198, JOPLIN, MO. 



























GROUP FIELD 
MEN WANTED 


A leading life insurance company 
domiciled in the South, which is 
outstanding in the group field, 
plans to expand its group activities. 
Expansion program offers outstand- 
ing opportunities in Louisiana, 
Mississippi, Florida, Georgia, North 
Carolina, and other Southeastern 
states, for experienced field men. 
To be considered, applicants must 
have good record in group selling 
and possess supervisory ability and 
be free to travel limited territory. 
Reply in confidence, giving personal 
data and your complete business 
history, to Box F-93, c/o The Na- 
tional Underwriter Co. 175 W. 
Jackson Blvd., Chicago 4, IIl. 














BROKERAGE MANAGER 


Large West Coast Agency for Pacific Mutual Life 
Insurance Co. in Los Angeles needs capable man 
to develop new brokerage department. Send de- 
tails to W. W. Stewart, Gen. Agt., Pacific Mu- 
tual Life, 510 W. Sixth St., Los Angeles, Calif. 





ACTUARIAL OPPORTUNITY 


Excellent opportunity for Actuary who has 
passed one or more parts of the examina- 
tions. This position will not limit your re- 
sponsibilities and will offer splendid oppor- 
tunities. 


Send replies with outline of experience and 
personal information to— 
ELMO WALKER, PRESIDENT 
UNION LIFE INSURANCE COMPANY 
LITTLE ROCK, ARKANSAS 








STATE MANAGERS 
HOSPITALIZATION A. & H. 


Leading company in Southeast has open- 
ings for State Managers with ability to 
hire and train men. We are looking for 
men interested in working hard to build 
strong sales forces with remuneration based 
on results. Good starting salary. Advance- 
ment. Address F-97, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Il. 











CALIF. GENERAL AGENCY 
WANTED 


Life member M. D. R. T. with Gen. Agency ex- 
perience would like General Agency for medium 
size company in Calif. Present age past 50, 
gees health. Prefer northern California. Address 

80, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





ASSISTANT MANAGER 


A large established general agency in Cincin- 
nati has opening for young man, 25 to 35, for 
Assistant Manager Accident and Health and 
Life Departments. An excellent opportunity for 
the right man with experience. Good salary. 
Address Box G-9, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 














Minn. Mutual Names Two 
General Agents: Ostergren 


Retires from Detroit Post 


Minnesota Mutual Life has named 
John R. Somerville general agent at 
Detroit replacing George D. Ostergren 
who has retired. 

Albert W. Lewis has been appointed 
general agent at McAllen, Tex. After 
20 years in banking, he resigned in 
1954 as executive vice-president at 
First National Bank at McAllen to 
enter life insurance. He is a past- 
president of Rio Grande Valley Life 
Underwriters Assn. 

Mr. Somerville joined Minnesota 
Mutual as an agent at Detroit in 1951. 
Mr. Ostergren has been with the com- 
pany for 20 years, serving at St. Paul 
before going to Detroit. 





Six Month Sales Jump 
Is 50% for N. W. National 


Northwestern National Life’s new 
ordinary sales for the first half of 1955 
were up 50% over those for the same 
period a year ago. The six-month total 
Fall sa oa compared with $45,099,- 
000. 





Equitable, Iowa, Has Best 


Sales Results for Half Year 


With $71,189,124 of new paid busi- 
ness, Equitable of Iowa this year 
recorded the largest first six months 
in its history. The gain was 11.2% over 
the corresponding period last year and 
brought total insurance in force at 
the end of June to $1,395,083,430. 

The H. S. Bell agency at Seattle led 
all offices for the first six months. 


Franklin Life Whaley 
Campaign Hits High Mark 


Franklin Life agents in June broke 
all previous records for the month in 
paying birthday tribute to J. V. Wha- 
ley, vice-president and director of 
agencies. New sales exceeded $50 
million, a $10 million gain over any 
previous Whaley campaign. 

Winners of cash prizes were C. R. 
Denzig, Detroit; M. D. Dugger, Houston, 
and Herman Watson, Fort Payne, Ala. 


Hillman Manager at Omaha 


Hjalmar F. Hillman has been named 
manager of Prudential’s Packer district 
at Omaha. He was formerly manager 
at Lincoln, Neb. 

Mr. Hillman joined Prudential at 
Wichita in 1933, was promoted to staff 
manager there in 1942 and manager 
at Lincoln in 1948. He is president of 
Nebraska Assn. of Life Underwriters 
and past president of the Lincoln 
association. 








Okla. Insurers Hear Hunt 


Home Office Life Underwriters 
Assn. heard a talk by Commissioner 
Hunt at its second meeting in Okla- 
homa City. 

Ralph D. Troyer is the new presi- 
dent of the association, which was 
formed in May. Wallace Mobley and 
George Ashley, Jr. are vice-presidents 
and Lenora Carr is_ secretary-trea- 
surer. 





Revise Business Insurance Book 

The revised edition for 1956 of E. H. 
White’s Business Insurance will replace 
the 1949 edition now included in Amer- 
ican College’s suggested reading list 
for use in preparing for the 1956 CLU 
examinations. 





Dickman San Diego President 


San Diego General Agents & Man- 
agers Assn. has elected A. I. Dickman, 
Equitable Society, president, replacing 
George J. Grim, Bankers Life of Ne- 
braska. Paul G. Aten, State Farm Life, 
is vice-president, and Sydney W. Jar- 
boe, Massachusetts Mutual, secretary. 


FRATERNALS 


Modern Woodmen 


Orders New Univac 


Modern Woodmen is said to be the 
second life insurance home office to 
place an order with Remington-Rand 
for its new type Univac magnetic file 
computer. Delivery is expected in 
November, 1956. 

Decision to install the new equipment 
was made following a year’s research 
into the application of a computer to 
the society’s present accounting and 
auditing methods and procedures, and 
a study of systems used by various in. 
dustries. 

According to the Modern Woodmen 
home office planning division, the ney 
computer will accelerate the account. 
ing of premiums paid, list premium; 
due and prepare and print premium 
notices with one pass of punched cards 
through the machine. In addition, fu. 
ture use contemplates computing divid. 
ends and agents’ commission, as well 
as utilization of the machine for var. 
ious other statistical and analytical re. 
ports. 

New systems and programs within 
and between home office departments 
are now being developed for immediate 
use when the machine is received. 





Royal Neighbors Appoints 
Kimball Assistant Actuary 


Royal Neighbors has appointed Max- 
well C. Kimball 
Jr. assistant actu- 
ary. The actuarial 
department is 
headed by Miss 
Mary Cusic. 

For six years 
Mr. Kimball has 
been with the 
actuarial depart- 
ments of two Cin- 
cinnati life com- 
panies. The last 
three years he has 
been with Western 
& Southern Life 
and before that he 
was with Union Central. He is a grad- 
uate of the University of Cincinnati 
and a veteran of World War II. 


June Sales Set Monthly 


Record for Maccabees 


New written business of $6,585,151 
in June made it the best production ; 
month in the history of Maccabees. 
Michigan, with new business of $1,349,- 
766, led all other states. This also set a 
new monthly high. 

June also marked the close of a nine 
month campaign. Qualifiers will re- 
ceive a trip to Miami Beach to attend 
a sales-vacation conference there Aug- 
ust 22-26. Headquarters for the 120 
field representatives who qualified and 
their wives will be the Hotel Algiers. 


K. C. Life Advances Yeo 


Jack A. Yeo has been named regional 
agency supervisor for Missouri by 
Kansas City Life. He has been assist- 
ant supervisor for Missouri since 1950. 

Mr. Yeo’s entire business career has 
bese in life insurance beginning in 





M. C. Kimball Jr. 
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Guaranty Income Names Beebe | 
Herman K. Beebe, general agent of 
Guaranty Income Life, has been ap- 

pointed director of agencies. 





Austin (Tex.) life managers heard 
a talk by Ben P. Atkinson, American 
General Life, president of Texas Assn. 
of Life Underwriters. 
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NEWS OF LIFE ASSOCIATIONS 








New officers of California Assn. of 
Life Underwriters, elected at the an- 
nual meeting in Long Beach: Seated, 
Reed C. Nelson, American Mutual, im- 
mediate past president; M. E. Baird, 
Aetna, president; H. W. Humber, Mu- 
tual Benefit Life, executive commit- 
teeman, and George A. Boden Jr., New 


York Life, treasurer; standing, Edward 
Neisser, Massachusetts Mutual, execu- 
tive committeeman; Thomas W. Re- 
neau, Northwestern Mutual, vice-presi- 
dent, and E. G. Belthouse, Northwest- 
ern National, secretary. A report on the 
meeting appeared in the July 1 issue. 





Northern N. Y. Assn. 


Elects S. A. Harrienger 


Northern New York Assn. of Life 
Underwriters elected Spencer A. Har- 
rienger, Prudential, president at the 
annual meeting in Watertown. 

Also elected were: Lawrence A. La- 
pointe, New York Life, and Earl F. 
Parks, Metropolitan Life, vice-presi- 
dents; Myron K. Holloway, Prudential, 
treasurer; George T. Maher, New York 
Life, national committeeman; Bernard 
C. Beaulieu, Companion Life, and 
Howard L. Glath, Prudential, state 


| delegates for one and two years, re- 
| spectively. 


G. B. Serrill Is New President 
Minneapolis Assn. of Life Under- 


| writers has elected G. Bennet Serrill, 


American Mutual Life, president. 
Other officers are: Vice-presidents, 
D. G. Wadlund, North American L. & 
C., Freeland W. Harlow and M. H. 
King, both of Northwestern Mutual, 
and E. B. Eliason Jr., Crown Life; 
secretary, H. L. DeVries, Minnesota 
Mutual; national committeeman, Ellis 
Sherman, Northwestern National. 
Columbus, O.—Samuel S. Loyer, Bankers 
Life of Iowa, has been elected president re- 
placing Robert C. Bradley, New York Life. 
B. C. Holmes, Aetna, is vice-president; S. T. 
Selby, Equitable Society, secretary; J. E. 
Fusco, Midland Mutual, treasurer; E. W. 
Millholland, Ohio National, National commit- 
teeman, and Charles N. Black, Phoenix Mu- 
tual, state committeeman. 


ACTUARIES 


Do any of these positions appeal 
to you? All with top companies! 





Group Actuary, Ohio........... $18,000 
Actuary, Minnesota............. 17,500 
Actuary, Indiana..............- 15,000 
Actuary, Texas............0008- 12,000 
Actuary, Illinois.............++- 12,000 
Actuary, California............. 12,000 
Asst. Group Act., New York...... 10,000 
Actuary, Tennessee............ 10,000 
Asst. Actuary, Texas............ 8,500 
Actuarial Clerk, Texas.......... 6,000 


All inquiries handled confidentially. 


FERGASON PERSONNEL 


330 So. Wells St. Chicago 6, II. 
HArrison 7-9040 














Southeastern N. H. Assn. Elects 

Southeastern New Hampshire Assn. 
of Life Underwriters has elected Rob- 
ert Gerlack, Prudential, Portsmouth, 
president; William I. Elliot, National 
Life of Vermont, Hampton, vice-presi- 
dent; Arthur Willette Jr., Prudential, 
Portsmouth, secretary; and C. R. Wil- 
liams, New England Mutual Life, 
Portsmouth, national committeeman. 

Charleston, W. Va.—William V. Courtney, 
New England Mutual Life, was elected presi- 
dent to succeed C. William Toon, Union Cen- 
tral Life. Other officers elected were T. 
Woody Evans, manager of Equitable Society, 
Ist vice-president; Jason K. Conley, State 
Farm Life, 2nd vice-president; Richard I. 
Schumann, Lincoln National Life, treasurer, 
and Edward C. Leonard, Mutual of New 
New York, secretary. Guest speakers were 
Commissioner Gillooly and Deputy Commis- 
sioner Miller. 


Kokomo, Ind.—George E. Phelps, manager 
for Commonwealth Life, has been elected 
president; T. T. Savage, Prudential, vice- 
president, and William Massengill, Metropoli- 
tan Life, secretary-treasurer. 


Detroit—The women’s group has elected the 
following officers President, Mildred Tenbrook, 
Lincoln National; Ist vice-president, Helen M. 
Erickson, New York Life; 2nd vice-president, 
Florence Lorf, Penn Mutual; secretary, Norma 
Austin, Pension Funds; treasurer, Mae D. 
Keene, W. R. Cavanaugh & Associates. Miss 
Ruth Kelley, Manhattan Life, showed movies. 


Kenosha, Wis.—Ben Peterson, John Han- 
cock, Kenosha, was elected president of the 
Racine-Kenosha association. He succeeds Os- 
car Hertsgazard, Franklin Life, Racine. Le- 
Roy H. Jerstad Jr., Massachusetts Mutual, 
Racine, is vice-president; Ken Schweiger, Pru- 
dential, Kenosha, secretary, and John Sor- 
auf, Metropolitan, Racine, treasurer. Thirteen 
members received their national quality 
awards. Estate planning was discussed by 
John Thompson, president of Racine County 
Bar Assn. 


Cedar Rapids, Ia.—Homer L. Moore, Metro- 
politan Life, was elected president, Kenneth 
Erger, Continental Assurance, vice-president; 
Ray Ashlock, Connecticut General, secretary, 
and Robert Thiel, Aetna Life, treasurer. 


Seattle—John R. Harris, Minnesota Mutual 
Life, has been elected president to succeed 
Frank G. Stull, Penn Mutual Life. Other 
new officers are: Robert G. Engel, Bankers 
Life of Iowa, vice-president; Donald Mac- 
Donald, Lincoln National Life, secretary, 
and Gordon E. Crosby Jr., treasurer. 


Sheboygan, Wis.—A. Matt Werner, editor and 
publisher of the Sheboygan Daily Press, was 
the main speaker and also presented NQA 
certificates. Rowland Kroos Mutual of New 
York, was installel as president to succeed 
Ruben O. Cerull Metropolitan. 







Over $1.3 Billion 
Insurance 
in Force 








JEFFERSON 
STANDARD’S 
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Says: 
“A% paid on divi- 
dends and policy proceeds 
puts Jefferson Standard in a 
class by itself. Guaranteeing 242% on policies cur- 
rently issued, my company has never paid less than 
4% interest on policy proceeds left on deposit to 
provide income. 4% is the highest rate of interest 
paid by any major life insurance company. Policy- 
holders know and appreciate the added income from 
4% — yes, 4% make a big difference.” 


Jefterson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
P A 
WISCONSIN NATIONAL LIFE’S <<: 
PARENTS’ PROTECTION and JUVENILE SAVINGS PLAN “© 
JUMPING JUVENILE 





























% Estate and Retirement Building for 


all Children Men 
‘i ¥%& Protection and Savings for “ ~ 
in Parents 
% Full Death Benefit From 
one Age 0 
Return of All Premiums 
policy " Paid Provision more, 


(if death occurs prior 
to age 21) 






“Parents seem to like the 
Jumping Juvenile contract 

any way they look at it”, is i 
a frequent comment of our i 
agents, This quality of bal-. 
anced appeal is largely responsible 

for the notable success enjoyed by 

this policy’ . . and the agents 
offering it. Details are available 
from our agency department. 


NATIONAL LIFE INSURANCE CO. 


WISCONSIN 
OSHKOSH, WISCONSIN 





General Agenc yg in 
Be Wisconsin - Michigan ’- illinots = leo = Minnesota 
LIFE © SICKNESS © ACCIDENT © HOSPITAL ¢ POLIO ¢ ANNUITIES 
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NALU Wins Point in Fight to Retain D. C. Site 


(CONTINUED FROM PAGE 1) 





Poorman, deputy commissioner of the 
GSA public buildings service, whether 
the government wanted to buy the 
land “for putting up a building on it 
or is it buying it to keep some insur- 
ance company from putting up a 
building on it?” 

Indicating on a map the nearby 
state department building, Mr. Poor- 
man said there has been a long-time 
plan to extend the building substan- 
tially. 

“Presently there is considerable 
interest in getting that project under 
way,” he said. “That contemplates 
closing 22nd Street on that plan there 
and the principal entrance to that 
building will face on the property for 
which we are asking funds to pur- 
chase.” 

The planners want to take all com- 
mercial activities out of the area, 
which he said “the aesthetically in- 
clined feel would spoil this type of 
building.” Also there is “a very realis- 
tic approach. We want to provide for 
essential parking for ambassadors and 
high-type personnel who must have 
access to the state department here,” 
Mr. Poorman said. 

Mr. Poorman was forced to do some 
fancy squirming to explain why it 
was all right for two private organ- 
izations—National Academy of 
Sciences and American Pharmaceut- 
ical Assn.— to continue to be located 
in the immediate vicinity but not all 
right to have the NALU building there, 

Mr. Poorman referred to the two 
buildings as “quasi-government” but 
was called on that one by Rep. S. R. 
Yates of Illinois, subcommittee mem- 
ber. 

“They are owned by private organ- 
izations?” asked Mr. Yates. 

“Private or quasi-private,” 
Poorman countered. 

“Why quasi?” asked Mr. Yates. 

“Because they apparently carry out 
certain missions rather closely asso- 
ciated with the government.” 

“Suppose the insurance company 
carried out a mission closely associated 
with health, education and welfare, 
would that cause it to be quasi?” 

“No, sir. Your point is well taken. 
I do not have that answer.” 

Rep. John Phillips of California 
pointed out that to accomplish what 
the national planning commission 
wanted to do would involve more land 
and cost nearer $800,000 than $400,000, 
though Mr. Poorman denied this. 

“Well, here is the way this thing 
adds up,” said Chairman Thomas. 
“The national planning commission 
wants to take all of the land in the 
District of Columbia off the tax rolls 
and put it into the hands of the 
government and then, in the next 
year or the year after next, will want 
bigger federal contribution on the 
theory that the land is owned by the 
government, they are getting no taxes 
out of it, and so forth and so on. So 
the bill has gone from $5 million a 
year until now they want $20 million 
on the one hand and on the other 
hand they come in here and when a 
man wants to put up a building and 
pay taxes, they say it is going to mar 
the beauty.” 

Rep. Phillips then lit into the ‘wit- 
ness, saying, “You waited 20 years, 
you waited until somebody had bought 
the ground and had gone to all of the 
expense of drawing up plans for a 
building, making plans and spending 
a lot of money, and then you stepped 
in.” 

At a subsequent hearing, witnesses 


Mr. 


for NALU were Donald Dawson, 
Washington attorney and a prominent 
figure in the Truman administration; 
Charles E. Cleeton, Occidental of 
California, Los Angeles, chairman of 
the NALU building committee and 
a past president of NALU, and Grant 
Taggert, California-Western States 
Life, Cowley, Wyo., vice-chairman of 
the building committee and also a past 
president of NALU. 

Mr. Cleeton said that the general 
services administration “has tried to 
leave the impression that we were 
putting up a commercial building, 
which we are not doing.” He empha- 
sized that it was to be a memorial type 
building, and that “the building is 
estimated to cost one-half million 
dollars, not to furnish but just the 
building.” 

“We are thoroughly financed,” he 
continued. “We are ready to go ahead. 
Our lease is up in New York and this 
action of GSA in trying to purchase 
the land has delayed our action. We 
cannot do anything until a decision is 
reached. It places us in an awkward 
position.” 

In answer to a question from the 
chairman, Mr. Cleeton made it clear 
that the half-million estimate did not 
include the cost of the land. He 
estimated that taxes would run $6,500 
to $7,000 a year. 

“It seems to me like a nice building 
that would help that part of town,” 
Chairman Thomas commented. 

When Mr. Taggart was explaining 
NALU’s value to the government and 
citing the work done on war bond 
drives, Chairman Thomas broke in 
to endorse his statement and added, 
“You don’t have to sell this, your 
organization, to this committee. They 
are well and favorably known to us 
and practically every citizen in the 
United States, certainly fine outstand- 
ing men and there is no question 
about that.” 

Asked by Rep. H. C. Ostertag of New 
York whether NALU “has the capital 
for the construction,” Mr. Cleeton 
answered: 

“It has been accumulated by dona- 
tions from our 65,000 members... . 
we have over $300,000 in cash at the 
present moment and the Acacia 
Mutual, from which we bought the 
land, is tickled to death to give us a 
mortgage for the balance that we 
need. However, we do not expect to 
even have a mortgage because our 
people will pay for the balance out of 
their own pockets as soon as the deci- 
sion is made to allow us to go ahead 
and use our ground. But we are ade- 
quately financed. We are ready to 
go ahead and completely so.” 

Asked about zoning approval, which 
NALU had received some weeks ago, 
Mr. Cleeton said the fine arts com- 
mission “was very much _ interested 
in our plans.” 

“It was evident,” he stated, “that 
they were delighted with them but 
they made the statement that the GSA 
told them that they were going to buy 
the property. Therefore, they asked us 
not to ask them to approve until that 
was settled. So we were stopped in our 
tracks, so to speak.” 

Mr, Cleeton made it clear, in answer 
to another question from Rep. Oster- 
tag, that NALU would proceed at once 
with its building plans as soon as 
approval is obtained from the fine 
arts commission. 


Name Grosskopf at Milwaukee 
Stanley W. Grosskopf, associate di- 





rector of agencies..of Prudential, in 
Wisconsin and Minnesota, has. been 
appointed manager of the Milwaukee 
Lakeside district. 

Mr. Grosskopf joined the company as 
an agent in the Lakeside district in 
1932. He advanced to staff manager 
there, two years later going to Racine 
where he became district manager in 
1946. He was made associate director of 
agencies in 1950. 


Release Details of Basis 


for Taxing Companies 
(CONTINUED FROM PAGE 1) 

less dividends to policyholders. In ef- 

fect, this amounts to a 1% gross re- 

ceipts tax. 

The companies will also pay a cap- 
ital gains tax on their cancellable A&H 
business. This will be arrived at by 
distributing capital gains less capital 
losses between their life business and 
their cancellable A&H business pro- 
portionate to their reserves on each 
type of business. Capital gains’ tax is 
not to be paid as part of the life in- 
surance tax. ee 

Identical bills were sponsored by 
Rep. Mills of Arkansas, a Democrat, 
and Rep. Curtis of Missouri, a Repub- 
lican. The bills were drafted by a spe- 
cial subcommittee of the ways and 
means committee appointed to consider 
the matter during the previous Con- 
gress and continued into the present. 
The committee held extensive hearings 
on the taxation of life companies last 
December, at which representatives of 
the companies and of American Life 
Convention and Life Insurance Assn. 
of America testified. 

Many conferences between members 
of the special subcommittee, represent- 
atives of the life insurance business and 
Treasury officials where held and ex- 
tensive research was carried out by the 
subcommittee’s staff. The report issued 
by the subcommittee in January, fol- 
lowing the December hearings was the 
basis for most of the important pro- 
visions of the newly drafted legislation. 


First Half Sales Highest 


Ever for Bankers, Neb. 


Bankers Life of Nebraska, exper- 
iencing its largest month in paid busi- 
ness in June, had more than a 30% 
increase in production for the months 
of May and June over the correspond- 
ing months in 1954. 

Following the annual anniversary 
campaign, which resulted in more than 
$14 million of new business for a record 
high, the company moved 8% ahead of 
production for the first six months 
last year. Paid for business during 
May and June was $15.698.385, bring- 
ing the six month total to $33,075,533. 
This is nearly $3 million ahead of the 
1954 pace. 

The three top agencies in May-June 
business were Philadelphia, Chicago, 
and Los Angeles and they also are 
the leaders for the year to date. D. 
Paul Fansler, Fresno, Cal., is the top 
agent for the first six months. 


N. W. Mutual Sets Mark 


in Sales for First Half 


Northwestern Mutual Life set a new 
first half-year sales record with $291,- 
580,000 of paid-for to July 1. The total 
was an increase of nearly $21 million 
or 7.7% over the previous record 
which was set in 1954. 


Elkin Joins Segal & Co. 


Martin E. Segal & Co., pension and 
welfare consultants of New York City, 
has appointed M. J. Elkin chief statisti- 
cian in the pension department. 

Mr. Elkin has served as actuary, 
statistician and chief statistician of the 
railroad retirement board, which he 
joined in 1936. He has taught business, 
mathematics and medical statistics at 
several universities. 





N. W. Mutual Agenuil 
to Hold Wis. Annual 


Leading agents of Northwesten 
Mutual Life will discuss sales tech. 
niques at the annual meeting of th 
company’s Assn, of Agents at Mil. 
waukee July 25-27. More than 1,00) 
agents will attend. ; 

The opening session Monday will h! 
a ‘company progress report by Presi. 
dent Edmund Fitzgerald; presentatioy 
of awards to honor agents by Grant L 
Hill, vice-president and director o 
agencies, and a life insurance dram; 
“Is This Your Life?” written by Laflir 
C. Jones, director of insurance servic! 
and planning. F 

That afternoon insured saving 
plans will be. discussed by Glenn § 
Richards, educational assistant, ani 
Wilbert F. Dalton of Carroll, k 
Planned incomes programming will b 
explored by John S. Stobbelanr, 
assistant director of agencies, ani 
Norman K. Bishop of Portland, Or. 

A business insurance panel com. 
posed of Walter W. Davis, Indian. 
polis, Julian D. Walter, Chattanoog, 
and C. B. McCaffrey, director. of. ad. 
vanced underwriter training will opa 
the Tuesday morning session. A sale 
builder study group panel will k 
headed by William C. Roeder ¢ 
Aurora, I}. Sales opportunities result- 
ing from the 1954 revenue act will bk 
discussed by Mr. McCaffrey ani 
Arthur D. Reed, Nashville. | 

A talk by Clarence S. Lund, vice-| 
president of J. Walter Thompson ad- 
vanced underwriter training, will ope 
the afternoon program. Raymond £ 
Williams of Richmond will preside. 
Other speakers will be Clyde O. Lav, 
Wheeling; John P. McDonald, assistant 
treasurer; Clifford E. Hoenk, South 
Bend; and Corlett J. Cotton, Lawrence, 
Kan. 

Robert E. Dineen, vice-president, 
Victor E. Henningsen, actuary, and 
William B. Minehan, secretary, wil) 
conduct “The Option Hour” Wednes 
day morning. Grant L. Hill will clos: 
the meeting with a sales message. 

A number of other features have) 
been arranged for the anniversary 
meeting. Agents attending for the’ 
first time will be guests Monday noon | 
at a friendship luncheon, with Harty) 
Krueger of New York City, presiding. | 
David McCahan Jr. of Philadelphia | 
will speak about “New Men at Work.” | 
CLUs will hold a luncheon Tuesday | 
with Dr. Davis W. Gregg, president 
of American College, as the speaker. 
The special and district agents’ organi- 
zations will hold business meetings 
after the general session. 














Signs Mich. Agent Exam Bill 


Governor Williams has signed the 

act of the Michigan legislature which 
will bring life and A&H license appli- 
cants under the provisions of the 
agents’ qualification law after Oct. 1. 
1956. 
The effective date of the law was 
delayed somewhat because Commis- 
sioner Navarre foresaw the need. for 
additional personnel to handle the 
extra work and the departmental 
budget could not be amended at s 
late a date to make the needed adjust- 
ments for the coming fiscal year. 


Federal Sets June High 


Federal Life of Illinois had its best, 
production month in June, business) 
exceeding that for the same month 3 
year ago by more than 30%. There 
also was a gain in A&H business. 

The record was set during the anni- 
versary month of L. D. Cavanaugh, 
chairman. 
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The Case of the 
COLLAPSIBLE CEILING 




















Solved by Accident insurance 


On a peaceful summer evening, a gentleman went up to the attic on an errand. 
Part of the attic had no floor, so he had to walk on the ceiling joists. He lost his balance. 
and the next thing his wife knew, a pair of legs was protruding from the ceiling. (Claim 
payment —over $2.000) 

Accidents strike suddenly in unexpected ways and places. The only way to prepare 
for them in advance is through Accident Insurance. You owe it to your clients and 
prospects to make certain they have this vital protection against loss. Tell them 
Accident Insurance can safeguard their income and savings in the event of a disabling 
accident. 

Your nearest Travelers Manager will be happy to give you full details of Travelers 
broad, up-to-date Accident policies . . . backed up with a complete selection of 
colorful, hard-hitting promotional materials. Why not see him now? 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 














Do Franklin Representatives 
REALLY make oo much money? 










































My Franklin cash earnings in 


* 
1954 amounted to $8,008.29. 
Walla Walla, Wash. 











Harley Michaelis, 
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* Mr. Michaelis ranked 350th in earned income for the year 1954 











> Lhe Friendly 
Sa FIRANIKILIN INSURANCE 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Eigbt Hundred Million Dollars of Insurance in Force 








